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LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 


We have something to offer in the way 
of a general agency that is very attractive 


to find with an old, conservative life com- 








Insurance in Foree pany. It will pay anyone interested to in- 


Over $66 000.000.00 vestigate. All communications confidential. 
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UP TO THE MINUTE! 























field of life insurance. 











The Reliance Life prides itself on always being strictly ‘‘up-to-the- 











From time to time we have pioneered various new features into the 











Today as the product of years of experimentation we have to offer you: 


THE 


PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 






























































In it is combined full life and accident and health protection. 


this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 





























Under 
A policy containing the sulphitic features we have introduced gives you 
‘the something different’’ to talk to your prospects. 
Time has proved that. 

















AND— 
Our agency contracts are more than liberal. 


How about a connection? 








It will stand the test of grilling competition—and come out victor. 
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Looking Back at the Old Year 


Optimists Declare Past Few Months Showed Considerable Improve- 
ment While Pessimists Are Gloomy Over Large Losses—Marine 
and Fire Claims Very Heavy 


N attempting to get together material for a 
review of the past year, one is apt to find 
himself in the midst of a struggle between 
the optimists and the pessimists. The 
former will tell you how business has been 
picking up during the past few months, 
that they have overcome conditions (your 
optimists will not admit that they are bad) 

by hard work and efficiency. On the other hand the pessimist 
will talk of nothing but the streams of losses, the shrunken pre- 
mium income, and the moral hazard. 

Conjectures already published are varied from complete 
optimism to just as complete pessimism. In point of fact there 
will be no sure way of telling the general results of the past 
year until the figures are available. Most executives, of course, 
know their own results, but as to how they compare with those 
of others is not so well known. In other words, one might say 
almost anything with regard to the past year and his guess 
would be as good as the next. 


FirE Losses HEAvy 

About one thing there can be no doubt: the fire losses were 
extraordinarily heavy, due to a number of conditions. On the 
other hand, there was a decided shrinkage in premium income, 
though no one can yet tell how much. Undoubtedly some of 
the less aggressive companies suffered more in this latter 
tespect. Among the powerful companies many new schemes 
have been inaugurated to bolster up the premium income. 
Among the latter has been a strong impetus to the development 
of the so-called side lines. Nearly every agents’ meeting has 
been featured with side-line sales talks. Company bulletins 
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have pushed them hard. A large part of the advertising of 
fire companies has been devoted to bringing side lines to the 
attention of agents. It is therefore thought that the premium 
volume has been partially held up in that way, and that in some 
of them the profits will prove sufficiently large to offset, in some 
degree, the losses in straight fire and automobile insurance. 
Last year proved very discouraging to automobile companies ; 
so much so that several companies have actually discontinued 
Constant dissatisfaction with the present 
rates and rules has been expressed. The business as a whole 
will probably show a bad loss ratio, and it is doubtful if any 
of the companies will be able to show much of a profit on this 


the line altogether. 


line. 

The marine insurance situation has probably never been 
worse. The chaotic conditions extant in foreign markets have 
been largely responsible for this. Many marine companies have 
suffered severely during the past year, and not a few of the 
less substantial of them have failed to hold their own. There 
is very little new to be said about the marine insurance busi- 


ness during the past year. 


PEssiMISts PREVAIL 

Conditions have undoubtedly been bad, but not bad enough to 
exclude all underwriters from showing a profit, though perhaps 
not as much as in better years. Many companies will neither 
gain nor lose much, and probably a good many more will show 
considerable loss. It is difficult to predict upon which side of 
the books the average of all companies will fall. . From the fact 
there are more pessimists abroad than there are optimists, it 
might be predicted that the underwriting result will for the past 


year be a minus quantity. 
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Building Construction as Applied to Fire Insurance 
Various Types of Construction Described and 
Safety Measures Suggested 
By C. C. Dominge 


(Continued from THE Spectator of last week) 


A standard fire door is composed of three thicknesses of 
well-seasoned wood, white pine or similar non-resinous wood, 
not over 8 inches wide, well battened together and covered on 
the outside with lock-jointed bright I. C. (charcoal iron) tin. 
This work is done so that absolutely no nail heads are exposed. 
Of course, a door built under the specifications of the Under- 
writers Laboratories also requires an approved sill, frame, 
hangers and attachments. Very often the inspector finds a 
well constructed door, either resting on a wood sill or hung to 
a wood or metal clad wood frame. The sill should be made of 
angle iron and concrete with a metal plate on top, extending 4 
inches beyond outer face of wall, while the doors should be 
hung to iron frames or slide on rails well bolted through the 
The top of the elevator shaft should have a skylight 
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wall. 
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A BOXED SHAFT 
ELTIER THAN OPEN SHAFT. 
with a metal frame and thin glass. The reason for the thin 
glass at the top of the shaft is that a fire in the shaft would 
immediately rise to the top, break the glass and leave the build- 





Copyright, 1921, by The Spectator Company, New York. The above is one of a 
series of lectures given by Charles C. Dominge before the students of the junior 
course of the Insurance Institute of America at New York. These, with important 
information concerning Inspections of Risks, will shortly be published in book form. 
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ing. In addition to this, a wire screen having a mesh of not 
over I inch square should be placed over the skylight. This 
requirement is a good one, in that flying embers from an outside 
fire would be prevented from breaking the thin glass of the 
skylight and entering this shaft. Often fires have taken place in 
fireproof shafts or elsewhere and thén entered said shafts, the 
tops of which were covered by wire glass skylights, with the 
following result: 

A fire traveling to the top of the shaft and coming in con- 
tact with the wired glass is unable to leave the shaft and then 
“banks” or “mushrooms” downwards, finally entering a loft 
through the crevices of a door, or perhaps through some other 
small opening. 

The stairway is the next floor opening to be constructed 
and what has been said of elevators also applies to stairways, 
In buildings of old construction you will find that stairs and 
elevators are either open, automatically trapped, hand trapped, 
or enclosed in wood shafts. Needless to say, these are very 
poor methods and should be positively discouraged. The auto- 
matic trap is all right in a loft where few or no people are at 
work. It depends upon the operating of a fusible link in order 
to close the trap. The wood enclosed elevator is a positive 
menace and we have no recommendation to offer except to 
eliminate the same. The frame boxed or wood enclosed stair- 
way is a passing type and recommended, but, merely for the 
benefit of those present, will say that a wood enclosed stairway 
is one in a continuous shaft from start to finish with the doors 
to lofts on the side at each floor, while a boxed stairway is a 
little better type, in that each floor is boxed or enclosed sep- 
arately on each floor, and the door is immediately in front lead- 
ing to the upper loft and not at the side. 


VENTILATING SHAFT 

The ventilating shaft next requires our attention, and this 
should be built of either common brick, concrete or tile, but in 
some cases are built of plaster block or wire lath and cement 
plaster. It should start from the lowest floor and continue 
through the roof and have a thin glass skylight with a screen 
above, as explained under elevators. The openings to this 
ventilating shaft should be metal louvres bolted to the wall. 
These resemble somewhat a shutter on a house, and a fire may 
enter this shaft, but fire cannot spread from floor to floor. 
Many architects and builders merely place what is known as an 
iron register at these openings, but these are useless as a fire 
stop. Even a wired glass window in a hollow metal frame at- 
ranged to close automatically is not as good as the standard 
metal louvre on account of the likelihood of being out of com- 
mission or open at the time of the fires. 


(Continued on page 25) 
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HOW THE “ABSTRACTER” WORKS 


ILLIAM J. KEATING, general 
W agent for the Equitable Life of 
New York at Minneapolis, advises us 
that he recently received a letter from 
cne J. Franklin Kight, of Indianapolis, 
whose acts indicate him to be a life in- 
surance twister, in which circular letter 
sent out to policyholders, Kight makes 
the following statement : 

I have a book published by The Spectator 
Company of New York in which you are 
quoted as having $—— of life insurance, and 
in order that you may know whether or not 
your beneficiary will get at your death all the 
insurance money you are paying for, I am en- 
closing a brief that may be the means of saving 
you many thousands of dollars before your 
death, much of which you stand to lose if your 
policies are written on a wrong reserve basis, 
as the majority of contracts are so written. 

Whether this alleged life insurance 
“abstracter” uses Prominent Patrons of 
Life Insurance, which is a book recog- 
nized by field men as one of the most 
valuable canvassing documents to obtain 
new business, or whether he is circulariz- 
ing the numerous lists of policyholders 
that appear frequently in many company 
papers, and other literature circulated by 
life insurance companies and agents, his 
purpose is manifestly to unsettle existing 
insurance and replace it with other insur- 
ance in accordance with his suggestions. 

This is the first instance that we have 
ever heard of where a twister has at- 
tempted to use improperly the book Prom- 
inent Patrons of Life Insurance, whereas 
thousands of successful and honest solic- 
itors will testify to its great value in cre- 





ating a demand for new life insurance. 
In another column is reproduced a letter 
received by THe Specraror only a few 
days ago in which the following statement 
appears: 

I consider it (Prominent Patrons) one of the 
most profitable books a life salesman could 
have, and would not part with mine at any 
price if I could not get another. The day after 
my receiving the copy I have, it was the means 
of my closing a Wall Street banker for a $200,- 
ooo life policy, and a $150,000 accident and 
health policy. I can do my fellow insurance 
salesmen no greater favor than to advise them 
to purchase and use this book in soliciting for 
future business. 

Hundreds of similar endorsements of 
ihe practical usefulness of this work to the 
life insurance agent have been received 
by the publishers. As stated, the twister 
can evidently get ready access to numer- 
ous lists of policyholders which are 
printed for one reason or another from 
time to time in insurance journals, com- 
pany publications, etc. It goes without 
saying that the abusers—not the publish- 
ers of or the legitimate users of lists of 
this character—are deserving objects for 
vigorous condemnation. 

The extract from Kight’s letter above 
quoted is sweeping in its criticism of ex- 
isting policies, but is so vague in its word- 
ing that it does not indicate the ground for 
criticism in any way which can be def- 
initely answered. That exposes Kight’s 
trap to induce a reply from the un- 
sophisticated policyholder. | However, 
all actuaries and well-informed agents 
could demonstrate to the average policy- 
holder, if given the opportunity, that al- 
most any legal reserve policy could not be 
surrendered and replaced by other insur- 
ance without disadvantage to the insured 
or his beneficiaries. The trouble in many 
cases is that when a twister gets on the 
trail of a policyholder the latter is too 
apt to accept the twister’s arguments at 
their face value and yield to his persua- 
sions, instead of first asking the advice of 
the company in which he is insured, or its 


egent. 


HUMBUGGERY IN TWISTING 


It is thus possible for a_ twister, 
relying upon the credulity of his prospect 
and his own persuasiveness, to undermine 
the protection sold the policyholder by 
an honest and industrious agent, and in 
most cases without actual advantage to 
the insured. 

The twisting process is not legitimate 


C. 


depositors into three classes in respect to 





life insurance soliciting. It is denounced 
by reputable companies and agents and 
is only practiced by adventurers and self- 
scekers who strive to reap where others 


have sown. 





THE OPEN DOOR 

HERE are a few—oh, yes, only a very 
few—ultra-autocratic insurance com- 
pany executives who see fit to barricade 
themselves behind closed doors with a for- 
midable secretaries, stenog- 
raphers and office boys to turn away the 
would-be caller, with the information that 
so-and-so is too busy to be interviewed. 





array of 


Occasionally, it is an over-zealous secre- 
tary or stenographer who takes upon him- 
self the task of barring access to his em- 
ployer, and frequently turns away worth- 
while callers. Sometimes, when the bar- 
rier is effectively smashed through, the 
official is found to be most courteous and 
willing to talk and to be seen. 

The broad-minded business executive 
usually keeps a clean desk and always has 
a little time to see the visitor who calls 
with a legitimate errand. In this connec- 
tion, the vice-president of the American 
Bureau of Shipping recently remarked 
that he never failed to see a newspaper- 
man, no matter how busy he might be, 
and, as a matter of fact, he felt that he 
was more under obligations to the news- 
papermen for what they told him than 
they were to him. 

This anecdote is told about an office boy 
who had been instructed by a narrow- 
gauge president to keep out all visitors. “] 
can’t keep callers from coming up;” he re- 
ported, dejectedly, one day. “When I 
say that you are out, they simply say that 
they must see you.” 

“Well,” said the president, “just tell 
them that is what they all say.” 

That afternoon there called at the office 
a young lady. The boy assured her it was 
impossible to see the president. 

“But I am his wife,” said the lady. 

“Oh, that’s what they all say,” said the 
boy. 





N connection with the plan of combin- 
ing bank savings accounts and life in- 
surance, the president of a bank which has 
been investigating the subject has stated 
that an analysis of depositors in over two 
hundred savings banks divides the savings 
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NEW YORK LIFE INSURANCE Co. 
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The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Issues the best forms of policies of 


Life, Accident and Health Insurance 


Our Complete Protection Combination 
is the ideal form of insurance coverage 





Journal of the Institute of Actuaries 


Those who are interested in The Journal of the Institute 
of Actuaries of Great Britain will be glad to learn that 
The Spectator Company is now in a position to supply 
more or less complete sets of this work. The sets which 


may be secured are as follows: 
One COMPLETE SET from Volume I to 


Volume 52, inclusive, up to date, very valuable 
because many volumes are out of print. 











Volume 23, to date, complete, unbound. 

The following odd volumes may also be secured: 7, 23, 
25, 28, 32, 33 and 34, in parts. 

The Spectator Company solicits correspondence with 
those interested in the purchase of any or all of the above 
works, and will quote prices on same upon application. 

















ADVICE OF GREAT VALUE TO 
THE AMERICAN PEOPLE 


LIFE INSURANCE IS UNQUALIFIEDLY EN- 
DORSED BY PRESIDENT HARDING, 
AND EX=PRESIDENTS WILSON, 
CLEVELAND, ROOSEVELT AND 
TAFT 


THIS EFFECTIVE 10 PAGE FOLDER CONTAINS 
THEIR PORTRAITS AND OPINIONS GIVEN TO THE 
SPECTATOR. 


Single copy 15 cents 1000 copies....... $25.00 
OS acoples.........5% $4.00 5000 copies....... 100.00 
500 copies..........15.00 10,000 copies. .... .. 180.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











THE PRESIDENT AND HIS CABINET 
ON LIFE INSURANCE 


PORTRAITS AND OPINIONS OF TWELVE 
LEADING STATESMEN 


A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivocal Endorsements 
of Life Insurance Protection 


Sold in quantities to Companies and General Agents 


as follows: 
PRICES: 
100 copies..........$4.50 1000 copies... .. ..$30.00 
500 copies..........18.00 5000 copies. .... .. 120.00 
10,000 copies...... $225.00 


ray The Spectator Company will send during the year 1921 every 
Life Insurance Agent in the United States a free copy of thre 
pimcangas 5 and his Cabinet on Life Insurance, who has not received a 
y of the President’s letter. This will be mailed in a sealed en- 
= on receipt of 2c stamp, the applicant also to state the name 
7 the company he represents. Send in your application at once. 
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Fire Insurance 








——— 

life insurance, viz.: Those who carry no 
life insurance (62 per cent), those who 
carry fraternal insurance (33 per cent), 
and those who carry old-line insurance 
(s per cent). These figures do not har- 
monize very well with the relationship of 
the total amounts of old line and fraternal 
insurance in force throughout the coun- 
try, for at the end of 1920 the old-line 
snsurance in force exceeded $42,000,000,- 
000, while the fraternal certificates only 
footed up to less than $9,000,000,000, in- 
dicating ratios of 82 per cent and 18 per 
cent, respectively. In other words, the 
preponderance of old-line insurance in 
force is, roughly, five to one over fra- 
ternal insurance, and in number of poli- 
cies eight to one, whereas the bank’s fig- 
ures indicate that there are six fraternal 
policyholders to each old-line _ policy- 
holder. If the new business written is 
considered, the disparity is even greater, 
for there was nine times as much new 
business written in 1920 by old-line com- 
panies as by fraternal orders. 





HERE has been some comment of 
T late in the newspapers upon the 
subject of admitting to bail of known or 
professional criminals, as being against 
public interest. It has been claimed that, 
when freed on bail for one crime some 
committed others, and 
later 


criminals have 
secured 
charges. 
against the surety companies because they 
have furnished bail bonds in some such 
If the practice of releasing crim- 
inals on bail is reprehensible, it would 
seem that the blame should rest upon the 
courts who fix and accept the bail, rather 


release on bail on the 
There seems to be a sentiment 


cases. 


than upon the companies furnishing same. 





Continental Life’s Figures for 1921 


The Continental Life of Wilmington, Del., 
has promptly issued essential items from its 
statement covering the year 1921. Its admitted 
assets on December 31, 1921, were $4,560,212, or 
over 143 per cent of liabilities, the latter item 
having been $3,195,100. There remains the sum 
of $1,365,112 of surplus as to policyholders, in- 
cluding $651,010 of capital and $714,102 of 
surplus. 

The new insurance placed on the books last 
year aggregated $7,333,168, a gain of 3 per cent 
over the preceding year, while the insurance in 
force at the end of 1921, $35,377,753, exceeded 
that of a year earlier by 12 per cent. President 
Philip Burnet is therefore to be congratulated 
upon so gratifying an outcome in a generally 
unsatisfactory year. 
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Results in 1921 
Continental Life, Wilmington, Del—New 
business, $7,333,168 (a gain of 3 per cent) ; in- 
surance in force, December 31, $35,377,753 (in- 
crease I2 per cent); assets, $4,560,212; policy- 
holders’ surplus, $1,365,112. 





Guardian Life, New York—New paid-for 
Lusiness, $37,1c0,coo. This is about 80 per cent 
of 1920 business, and practically equal to I919 
business. 


Mutual Benefit Life, Newark, N. J.—Net 
new issued business, $190,225,561, against $213,- 
198,747 in 1920 (excluding paid-ups, extensions, 
converted terms, dividend additions, etc.). 





Travelers, Hartford—New life business paid 
for, over $474,600,000; paid life premiums, over 
$40,709,000; paid accident and health premiums, 
over $9,800,000; paid compensation and liability 
premiums, over $32,300,000; total premium in- 
come, over $82,900,000 (gain, over $4,900,000). 





Travelers Indemnity Company Hartford— 
Total premium income, over $8,000,000. 


Vice-President Chas. W. Helser of the West Coast 
Life Insurance Company of San Francisco, has an- 
nounced the appointment of B. E. Ellis as assistant 
superintendent of agents at the home office. 


New York Life Underwriters to Meet 

J. Elliot Hall, general agent in New York of 
the Penn Mutual Life Insurance Company, will 
be the speaker of the evening at a meeting of 
the Life Underwriters Association of New York 
on Tuesday, January 10. The meeting will be 
held in the Drug and Chemical Club, 100 Wil- 
liam street, instead of the Arkwright Club, 
which is the usual place. 

Mr. Hall will speak on income insurance, be- 
ing a national authority upon the subject. His 
subject will be of particular interest. Francis 
J. Stoddard, Jr., the new Superintendent of In- 
surance in New York, will be a guest. 
Provident Life and Trust’s Disability Rider 

About March 1 next the Provident Life and 
Trust of Philadelphia will issue policies con- 
taining a total and permanent disability clause, 
in the form of a rider to the policy. In case 
of such disability the company will waive pay- 
ment of future premiums and pay the insured 
a monthly income of $10 per $1000 insurance, 
which income will not cease at maturity of en- 
dowment policies, but will continue as long as 
the insured lives and remains totally disabled. 











The Life Agents Brief 
“T am personally very well pleased with the copy of 
the Life Agents Brief edited this year.”—Wiillard V. 
Swartzbaugh, superintendent, The Prudential Insur- 
ance Company of America. 





JOHN L. 


more perfect salesmanship. 


1920. 


what he needs. 





SHUFF’S FORECAST FOR THIS 
YEAR 


Predicts That Business of 1922 Will Equal Great 
Record of 1920 


The year 1921 for the life insurance companies has been one that 
required courage and constancy by the agency force. 
been a challenge to salesmanship and I feel that under the depressing 
financial conditions they have made good. 

1922 means a different viewpoint as to production of business, 
because the agents have gone through the period of reconstruction to 
a large degree and they have gotten their legs and have acquired a 
I anticipate that 1922 will create an 
increase of sufficient amount in business to equal the great record of 


I have been to a number of agency meetings in the last month 
and never knew such stern determination of agents, and all co-operat- 
ing with the finest spirit, feeling that insurance is above the company. 
Furthermore, they are trying to analyze the individual and sell him 


I am very hopeful for 1922. 


In fact, it has 



































oe 


mnemonics 


ntact Rene 


SA SA SA erence 
















nee 


— 





THE 


SPECTATOR 











The Title Guaranty and Casualty 
Company of America 


431 Griswold Street 


A joint stock corporation that will issue casualty 
and title insurance and fidelity and surety bonds. 


A joint stock corporation that is officered by men 
thoroughly experienced in the various forms of insur- 
ance and bonds which the company will write. 


A joint stock corporation that has already attracted 
as shareholders some of the most conservative and 
capable business men of Michigan. 


A joint stock corporation that is assured a big and 
profitable business by reason of its wide distribution 


The Title Guaranty and Casualty Company of America 


A. J. Walker-Greig, L.L.B., 
President 


F. J. Noonan, B.C.S. 


Secretary 


Detroit, Michigan 


of capital among buyers of insurance and bonds. 


Because of the various plans which the company 
has for immediately attracting a volume of good 
business, because of the safeguards which the Michi- 
gan laws guarantee to shareholders and because of 
the endorsement given the company by the prominent 
men who have already become associated with it, the 
= of this company can be sold strictly on its 
merits. 


_ Men who can qualify under the tests of intelligence, 
integrity and industry are wanted as stock salesmen. 


George A. Curry, 
Vice-President 


M. F. McDonald 
General Counsel 























Continental Life Insurance Co. 


WILMINGTON, DELAWARE 
PHILIP BURNET, Presipent 


FOURTEENTH ANNUAL STATEMENT 
DECEMBER 31, 1921 


Admitted Assets, - - - - - $4,560,212 
143% of liabilities 
Liabilities, - 2 ee ee 3,195,100 
Only 70% of assets 
f Capital, $651,010 | 
Excess of Assets, | Surplus, 714,102 | $1,365,112 
43% more than liabilities 
New Insurance, oe ee 7,333,168 
A gain of 3% 
Insurance in Force - - - - 35,377,753 


Net increase 12% 


SSETS are invested approximately as follows: 54% in 
U. S. Government Bonds, most of them bought at the 
market; 22% in first mortgages on real estate with a pre-war 
value of at least twice each loan; 15% in policy liens within 
the reserve; 7% in county, municipal and railway bonds; and 
2% in cash. 

















Mag A GOLDEN 


The sun of the New Year is rising bright in its glow of 
promise of continued growth for The Lincoln National 
Life Insurance Company. 


Every aid towards helping the agent cash in on all of 
his systematized interviews is being extended. The 
record for shooting policies right back ready for delivery, 
on practically every application mailed in, is to be main- 
tained at its present high point of efficiency. 


(CINK UP (jwiru THe (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates its Character” 














Lincoln Life Building Fort Wayne, Indiana 


Now More Than $195,000,000 in Force 
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ABOUT THE CAPITOL 


New Tax Provisions Effective 
January 1 








SUBJECT TO CORPORATION TAX 





Internal Revenue Bureau at Work Pre- 

paring Regulations 

Washington, D. C., Jan. 2.—The first con- 
crete evidence that “the war is over” reached 
the insurance business January 1, when the new 
tax law’s provisions regarding premium taxes 
and other levies on policies went into effect. 

The premium tax is repealed by the new 
law and, instead, insurance companies are made 
subject to the corporation tax at the rate of 
124 per cent, under special provisions of the 
bill drawn up to meet the individual needs of 
the industry. 

The Bureau of Internal Revenue is now at 
work preparing regulations which’ will cover 
the new tax and which will be ready for dis- 
tribution to the business within a few weeks. 
The new income tax will become effective on 
1922 income, 1921 business being treated as in 
the past. 

In addition to the changes in the insurance 
provisions of the law, the industry is also in- 
terested in other amendments. The transporta- 
tion taxes on freight, express and parcel post 
matter, personal transportaion and Pullman ac- 
commodations are repealed as of January I. 
The so-called nuisance taxes also are eliminated 
from that date. 

The reduced surtaxes on personal income, 
however, do not affect 1921 income, as they do 
not go into effect until January 1, 1922, but 
heads of families will benefit in making their 
returns for 1921 by the increase from $200 to 
$400 in the exemption for dependents. Heads 
of families with net incomes of less than $5,000 
also will have a personal exemption of $2500 
instead of $2000 as heretofore. 





The times are always right for the man who is right. 











For Over Seventy Years 


On August 1, 1851, the Massachusetts 
Mutual issued its first policy. From 
that day to this its constant endeavor 
has been to furnish the best possible 
life insurance protection at the lowest 
possible net cost. That it has succeeded 
is shown by the enviable reputation which 
the Company enjoys among those who 
buy insurance and among those who sell 
it. Efficient service and a square deal 
for everyone have been its watchwords 
for over Seventy Years. They will be 
its watchwords throughout the years to 
come. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 
Springfield Massachusetts 
Incorporated 1851 














rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








1921 Good Year for Connecticut General 

Hartrorp, Conn., Dec. 31.—The new regular 
life insurance business of the Connecticut Gen- 
eral brought in by its agents during the present 
year exceeds the figures for 1920 by several 
million dollars. This fact is an exceptional one 
and probably will not be equaled by any other 
well-known Eastern company. 

The approximate figures for regular life busi- 
ness in 1921 will be between $97,000,000 and 
$98,000,000, this not including group insurance, 
although it does take into consideration the re- 
insurance business. This year nearly $25,000,000 
of the Connecticut General business has been 
in reinsurance from other companies. 

There has, of course, been a decided let up in 
group insurance, although Vice-President Bulk- 
ley of the Connecticut General said yesterday 
that the business in this line has been much 
better than there was any reason to anticipate. 
Owing to the decreased group and reinsurance 
business the total new business will not equal that 
of a year ago, but the fact that the company’s 
own regular agency business is at a high record 
is remarkable. 

The mortality figures for the year will be 
decidedly favorable and in the opinion of officers 
the year 1921 has been a most satisfactory one. 
It is felt that better times are coming in 1922. 
Incidentally, beginning next week, the agents of 
the company will have a new manual, which 
will be used thereafter by all members of the 
company forces. 


Des Moines University Insurance Chair 

Des Mornes, Jan. 2.—The committee from 
the Iowa Life Underwriters designated to in- 
vestigate the proposition of putting life insur- 
ance into either Drake or Des Moines Uni- 
versity has decided to present a favorable re- 
port. Approximately $36,000 will be required 
to establish the chair and investigation is neces- 
sary to determine how this can be raised. M. M. 
Deming, secretary, has written to other schools 
for full information and has arranged for a 
representative of the Carnegie school to visit 
Des Moines and address the life underwriters 
on the subject some time soon. Henry S. 
Nollen of the Equitable of Iowa is chairman 
of the committee in charge. 


Some men can dodge more work than a dozen men 
can do. 


United Fidelity Life Doing Well 

The United Fidelity Life Insurance Company 
of Dallas, Tex., reports excellent progress 
since its organization a little more than a year 
ago. 

To December 1, 1921, it has outstanding, is- 
sued and delivered policies aggregating more 
than $5,500,000 in 2200 policies. This business 
is all issued in selected territory in Texas. 

The company has developed a strong agency 
force on conservative lines in this twelve- 
months’ period, and is preparing for an increased 
volume in 1922. 

The officers are: D. E. Waggoner, president; 
M. H. Wolfe, vice-president; D. Easley Wag- 
goner, vice-president and general manager; 
Tom Poynor, agency director; J. L. Mims, sec- 
retary and actuary; Dr. C. W. Simpson, medical 
director. 


Four Concerns Take Group Policies 


Antico, Wis., Jan. 3.—Four local business 
organization, the Langlade National Bank 
Antigo Hardware Company, Lendved-Schultz 
Hardware Company, and the Berner Bros. Pub. 
Co., on Christmas Eve presented their employees 
with life insurance policies, written through the 
George Schmitz agency in the Travelers Life 
Insurance Company. These policies. are kept 
in force during the time that the employees re- 
main in the employ of the different companies. 

Mr. Schmitz also wrote policies for the Na- 
tional Bank of Manitowoc and the Wagner 
Style Shop, also of Manitowoc. 


Equitable Starts Conservation Department 

Creation of a department of conservation and 
service under the direction of Albert G. Borden, 
inspector of agencies at large, in charge, is an- 
nounced by Second Vice-President F. H. Davis 
of the Equitable Life Assurance Society of 
New York. The department will be under the 
general supervision of Second-Vice-President 
John A. Stevenson. 


President H. J. Saunders of the Western 
States Life Insurance Company has announced 
the appointment of H. R. Fenstamaker as dis- 
trict manager for Northern Idaho and Eastern 
Washington, with headquarters at Spokane. 
Fenstamaker is an experienced life insurance 
man, but for the past several years has been 
engaged in the import and export business. 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK 
Globe Building 


PHILADELPHIA 
1022 Lincoln Building 


Dear Sir:— 


NEW ANNUAL STATEMENT 
BLANK 


The requirements of the new Con- 
vention form of Annual Statement 
blank involve radical changes in 
several important phases of a com- 
pany’saccounting system. The blank 
calls for a statement of certain items 
of Income, Disbursements, and Lia- 
bilities, according to classes of busi- 
ness. 


The change in accounting systems 
necessary for this analysis may prove 
to be needlessly expensive unless they 
are made with a complete understand- 
ing of what is required. 


This matter has had our very care- 
ful consideration; we are therefore 
prepared to consult with you at any 
time, and to assist in making the 
necessary changes. 


Our wide experience in system work 
would no doubt result in a saving 
of considerable expense in this con- 
nection. 

We shall be glad to confer with you 
by appointment. 


Yours very truly, 
JOSEPH FROGGATT, 


President 


A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 


135 William Street 
New York 


Chicago Office 


Insurance Exchange 




















THE 


MEDICAL LIFE INSURANCE CO. 


Of America 
PROVIDES a real opportunity for its agents by 
ELIMINATING WASTED EFFORT 


To the ordinary agent, gaining the confidence of the 
head of a family may mean one policy. 


To the Medical Life agents that means a policy for 
every member of the family. For him the same 
amount of effort brings triple or quadruple results. 


Write and ask about our 


SUBSTANDARD INSURANCE PLAN 
CHILD’S ENDOWMENT POLICY 


They are Business Builders. 


W. A. Rohlf, I. G. Londergan, 
President Sec’y & Gen’! Mer. 
WATERLOO - IOWA 
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PROMINENT PATRONS OF LIFE 
INSURANCE 


A New Edition of This Valuable Canvassing 
Document Is Now Preparing 

A book in great demand, entitled Prominent 
Patrons of Life Insurance, published by The 
Spectator Company, and which has been serving 
the insurance companies and agents through 
fourteen editions during the past third of a cen- 
tury, has proved itself time and time again to 
be one of the best and most convincing canvas- 
sing documents for life insurance ever issued. 

A New Epition of this valuable work is 
now in preparation and the publishers will ap- 
preciate having those numerous insurance men 
interested in the book supply them with addi- 
tional names of policyholders who are known 
to carry $50,c00 or more of life insurartce, and 
correct lists in their respective localities, for in- 
clusion in the book. 

The force of a good example is so strong 
that the name of any policyholder listed in this 
work may be in itself an important factor in the 
writing of new insurance with those who 
know of such policyholder. Indeed, a man 
who is listed in the book may be readily influ- 
enced to increase his line of insurance by seeing 
how many other level-headed business men 
carry larger sums of insurance than he does 
himself. 

Many hundreds of endorsements have been 
received from companies and agents throughout 
tthe country testifying to the efficacy of Promi- 
nent Patrons of Life Insurance in creating a 
demand for life insurance protection. One of 
the latest letters telling of the usefulness of 
this book is reproduced below: 


She Sarde Snsarence Ciypany 


LS Buller, Prsadent c 


¢ Kariford be Somoecdleud? 
Boney at 


Z mm BOW. Gam 100 
55 JOHN STREET, NEW YORK CITY 


Desember 19, 1921 


To the Editor of THE SPECTATOR: 


Please pardon my delay in 
recommending your valuable book, "Prominent 
Patrons of Life Insurance", which I purchased 
from your company recently. I consider it one 
of the most profitable books a Life salesman 
could have and would not part with mine at any 
price if I could not get another. 


The day after my receiving the 
copy 1 have, it was the means of my closing a 
Wall Street banker for a $200,000 Life Policy 
and & 3150,000 Accident and Health Policy. 


I can do my fellow insurance 
salesmen no greater favor than to advise them 
to pu se and use this book in soliciting for 
future business, 






Yours sincerely, 


fr ' 


From numerous other testimonials as to the 
value of this book are selected the following: 

I am thirty-two years with the New York 
a. and have had one copy of each of your 
‘frominent Patrons of Life Insurance,” which 
you have issued, including the first edition. I 
Prize the book very highly and am anxious to 


“ 





first two contract years. 





OHIO , INDIANA AND ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of 
Chattanooga, Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied 
representatives of other Companies, but to experienced , 
successful life insurance solicitors, who wish to 
obtain General Agency Contracts. 

if your character is above reproach, and you 
have paid for a minimum of $200,000 annually for the 
last three years, and are ambitious to own and operate 
a General Agency , ——Write us, giving full particulars. 
Liberal financial assistance extended during the 


—Minor Morton, Vice President and Agency Manager 








eet the new edition.—S. J. Evans, Los Angeles. 

| received the two copies of “Prominent Pa- 
trons of Life Insurance” ordered by me a week 
ago, and in looking over the letters from large 
policyholders I saw the name of a man from 
Oklahoma City on page 125, and looking him up 
in the Oklahoma City column I saw his listing 
was $128,000. This man has a brother in busi- 
ness in Coleman who carried $11,000 and 
thought he was well insured. I showed him the 
letter from his brother and then showed him 
how much insurance his brother in Oklahoma 
City carried, and closed him for $5000 in twenty 
minutes—premium $218.80. The book “Promi- 
nent Patrons” has paid for itself already many 
times, and I am going to make it pay some more 
extra large dividends.—IV’. N. Hawkins, special 
agent, Coleman, Tex. 

We have been looking over the new book by 
The Spectator Company, “Prominent Patrons 
of Life Insurance,” and have been impressed by 
one or two features of the publication to which 
we should like to direct attention. In the first 
place, so many of the successful business men 
of the country appear in the list. In the second 
place, the list includes a very large number of 
Hebrew names. We always give the race credit 
for astuteness in financial affairs, and they show 
it in this direction as they do in many other 
ways. Many of the expressions used by the 
men who carry large volumes of life insurance 
forcibly emphasize the reasons which appeal to 
business men for their action—The Home. 

Allow me to inform you that through your 
valuable book, “Prominent Patrons of Life In- 
surance,’ I have sold $10,000 of insurance.— 
S. I. Rosenberg. 

“Prominent Patrons of Life Insurance” is a 
very valuable book.—S. R. Bently, Clarksburg, 
W. Va. 

Our agents find your book a very good can- 
vassing document.—C. H. Rosenbaum, Bankers 
Life. 

I am delighted with the book. Using the list 
of large policyholders in a rush, I secured one 
risk from a farmer. The fact of strong-headed 
men carrying large insurance inspired him with 
confidence and he signed up.—D. Honeywell, 
Suseland, Can. 


A general agent of a prominent company 
writes that he will take pleasyre in bringing the 
list of policyholders in his city up to date, “for 
the value a revised list will have for the agents 
of our city and vicinity.” 

Another states that he will shortly send us a 
considerably enlarged list of prominent policy- 
holders. 

Still another general agent states that “my 
men value your edition of ‘Prominent Patrons of 
Life Insurance’ very much.” 


BE 


One fieldman, in forwarding a number of new 
names, “T am anxious for these gentle- 


men to have a showing in the new book.” 


Says: 


A branch manager in Texas writes: ‘Last 
week I was in Laredo, and I suggested to a 
couple of agents to buy your book ‘Prominent 
Patrons of Life Insurance.’ I also told three 
men that I would send their names to your pub- 
lication to be inserted next year in the book, 
because they would have over $50,000 life pro- 
tection. I would appreciate your writing them 
that I gave you their names.” 

A recent issue of a financial paper contained 
an article by B. C. Forbes in relation to life 
insurance, in the course of which occurred the 
following interesting paragraph: 

The Morgan partners, shrewd financial and 
business men, gave this problem serious thought, 
and it was later reported that the present J. P. 
Morgan, as well as H. P. Davison and one or 
two other partners, had taken out millions in 
life insurance. Therefore, should Mr. Morgan 
or any of his principal partners die, a large 
amount of ready cash would be immediately 
available for the use either of the firm or the 
family. Insurance carried for the benefit of 
the firm would enable Morgan & Co. to pay off 
at least part of the deceased partner’s interest 
in the business. Personal insurance money 
would meet inheritance taxes, bequests, etc. 

The foregoing indicates the importance with 
which life insurance has come to be regarded by 
men in the first rank in the business world. 

Men of this type, when their attention is 
brought to the desirability of carrying life in- 
surance and the names of other prominent men 
are shown to them in “Prominent Patrons of 
Life Insurance,” are very apt to give favorable 
consideration to insurance protection for their 
families and estates. One agent has stated that 
he closed a $50,c0o risk by the use of the book 
named, and was negotiating with other promi- 
nent business men with whom he had left copies 
of the book for their inspection and information. 

In order that the forthcoming new edition of 
“Prominent Patrons of Life Insurance” may be 
the most complete and accurate one ever issued, 
and therefore of the utmost value to the life 
insurance fraternity, the publishers earnestly re- 
quest that the insurance fraternity will co- 
operate as in the past by advising The Spectator 
Company of corrections in and additions to the 
lists of large policyholders in their localities. 
Send us the names and addresses of all persons 
insured for $50,000 or more. 
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Cc. A. PALMER, Prest. W. A. ELDRIDGE, Secretary 
S. D. ANDRUS, Vice-Prest. and Managing Underwriter 


The Inter-State Fire Insurance Co. 
OF DETROIT, MICHIGAN 


NEON nes cnspbeenw on wbies se soe ance as seeees anes $530,140.65 
LIABILITIES, INCLUDING CAPITAL............... 469,022.68 

De EE IOCS 25 510 in)0'0\5 0 o's owls 6 0 Sine iw sicsieinn a sias,09 $61,117.97 
SURPLUS TO POLICYHOLDERS..............0008; $320,267.97 


AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 














RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPORATED 18338 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS ~~ J 
AND STRIKES 


UNITED STATES BRANCH 
January I, 1921 





RN ea hannah nal inna wa xa nas wan . $2,209,039 
Liabilities. .... iithkeshweeteleenstan unas 1,676,030 
EEO OE A ee 533,009 


W. B. MEIKLE, President and General Managre. 











NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agi. 
56 Richton Ave., Detroit, Mich. 72 Kilby Street, Boston, Mass, 


W. P. RAY, Special Agent 


FRANK G. DELA HUNT, 
Terre Haute, Ind. i 


Special Agent 
726 Racine Street, Milwaukee, Wis. 


C. C. CRANDALL, Special Agent 


ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. 


7 W. Lake St., Minneapolis, Minn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 

























FIRE AND LIFE 


a ASSURANCE CORPORATION, Lid. 
FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING -4t" & WALNUT STS 
PHILADELPHIA 


(jeneral, ceident 














ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1 1921 


FIREMEN’S INSURANCE COMPANY = 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, . . . . $2,086,'742.08 
Surplus to Policyholders, $3,336,742.08 





" EASTERN DEPARTMENT 
D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
A. H. HASSINGER, Sec’y 
NEWARK, N. J. 


WESTERN DEPARTMENT 
NEAL BASSETT, V, P, and Mgr 
W.T. BASSETT Ass’t Manager 

CHICAGO, ILL. 


EVERY INSURANCE MAN 


. ie Who travels as Solicitor, Auditor, 
Keg Inspector or Adjuster is 

fas 

‘ ) 

e 


ELIGIBLE 
Sony TO THE 





lowa State Traveling Men’s Association 


“Oldest and Best’’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to May 1, 1922, for $2.00 


Write tor Application Blank 
H. E. REX,:Sec’y-Treas. DES MOINES, IOWA 




















OreatAmerican: 
Insurance Company 


New Dork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$122,116,858.26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


+10,.000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,840,005.95 


NET SURPLUS 


10,0 13,506.14 
40,853.91 2.09 


THE SECURITIES OF THE COMPANY ARE BASED UPON 
ACTUAL VALUES ON DECEMBER 31, 1920 


Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR- 
PLUS would show over $13,000,000 


THE COMPANY ®WNS 
$10,195,000 U. S. Government Liberty Loan Bonds 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H. SAGE, Gen’! Mer. 
W.L. LERCH, Manager 
76 West Monroe St., Chicago, Ill. 


Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 


Marine Department 
WM. H. McGEE & CO.,Gen’lAgts 
15 William Street, New York City 
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NEW YORK SURVEYS 


A Parallel—Those who have seen the 
play “The Old ITlomestead” will recall that 
saying in which the principal actor, in referring 
to the passing of a resident of the home town, 
is asked by another what the complaint was, his 
reply being, “There wan't any complaint, every- 
hody was satisfied.” So far as we have been 
i. to gather, this is about the feeling of the 
Street in regard to the passing of 1921. There 
sem to be no regrets that the policy which 
they underwrote for that year has expired, and 
many would have rejoiced if they could have 
canceled early in the year. 

The Lockwood Committee.—It is interest- 
ing to note that in a recent communication deal- 
ing with the investigation of fire matters in 
Great Britain, in a report submitted on the use 
of the automatic fire alarm, quoted from the 
action of the Lockwood Committee in its en- 
deavors to secure a wider use of such devices. 
Apparently, the impression has gone abroad 
that these efforts were highly successful and of 
much moment; at least, the words used on the 
other side of the water are to that effect. In 
the insurance world nobody seems quite sure 
just what this committee will do when it opens 
this week, although there is a general feeling 
that in some form or other the insurance inter- 
ests will be actively questioned. 

The Share Market—It is extremely in- 
teresting to note that in the month of Novem- 
ber the aggregate valuation of seventy-nine 
English insurance companies was £119,607,000, 
an increase of £3,650,000 for the month, the 
average price ranking at 132.5. It would be 
interesting if we could have similar figures for 
the United States companies, and it is one of the 
comparisons that it would be well to develop. 

The Insurance Society—The Insurance 
Society lectures do not start until next week; 
that is, Monday, the oth inst., but from that time 
on and for several weeks they will be given 
with full talent four times a week. The indica- 
tions now are that satisfactory arrangements 
will be made for the enlarged space in the pres- 
ent building for the Insurance Society, and that 
it will remain there. 

As to Moral Hazard.—The underwriter 


| FIRE INSURANCE NOTES AND EVENTS | 


from his last 
eighteen months, was inclined to look for moral 
hazard in places where he never looked for it 
before. The general consensus of opinion seems 
to be that the burning has not been confined to 
what may be termed poor physical risks, which 
many times, and perhaps at all times, are allied 


past experience, that is, the 


with moral hazard, but the extensive burnings, 
as they may be termed, in risks of good rank 
and standing, have produced a feeling of un- 
certainty that makes the business of under- 
writing one to be learned perhaps all over 
again. As an offset to this pessimistic feeling 
is the thought that as the frozen credits have 
been largely liquidated moral hazards have 
been largely liquidated also and results, will not 
be as bad as in the past from moral hazard. 
One underwriter expressed the opinion that 
probably there would be large losses from the 
houses which had been sold on a very small 
payment down and where the funds now would 
not be sufficient to carry the deal through. 
Tlowever, let us be hopeful, 1922, or at least 
a good part of it, is still in front of us. 


PHILADELPHIA NOTES 

Has New Fire Boat.—last week a 
fire boat for this city was given its final test at 
the wharf on the Delaware river at Penn Treaty 
Park. The new boat, called the “Rudolph 
Blankenberg,” has a nine-stream capacity, and 
is a big addition to the city water front fire 
protection. It is hoped by local underwriters 
that several additional boats of this type will 
be afforded for the city for use on both the 
Schuylkill and Delaware rivers. 

Many Small Fires—The cold wave here 
this week, as is usually the case, started a 
series of small fires over the city, but so far 
none of an extremely serious nature have re- 
sulted. Particular comment is being made here 
by underwriters on the sudden discontinuation 


new 


of so many periodical fires, especially in the 
garment working risks. 
The Private-Dwelling Risk.—The 


insurance underwriters here 


atten- 
tion of fire has 
been again directed to the unprotected palatial 
dwelling risk, by a fire which occurred recently 
in the country home of J. W. Lippincott, situ- 


ated just outside of Philadelphia. The fire 


consumed the interior of the building com- 
pletely, leaving only the walls standing, which 
are said to be intact. The loss amounted to 
$100,000. The building was occupied at the 
time only by a few servants, the family being 
in Florida for the winter. 

Quaker City Optimistic—A bright out- 
look for 1922 is sounded by bankers and busi- 
ness men here, in a survey made last week by 
some local insurance men. December of 1921 
was the best month of the year, and those con- 
sulted feel that the reconstruction stage has 
practically been passed, and 1922 will afford a 
good, healthy, continuous growth. The knitting 
mills, it is said, have a very good prospect for 
new business in the new year. All this, local 
insurance men say, means good business with 
reduction in losses. 


PACIFIC COAST 

Adds U. S. Lloyds.—The Edward Brown 
& Sons’ General Agency of San Francisco on 
January 1 added to its office the representation 
of the United States Lloyds for the Pacific 
Coast in the fire branch of its business. The 
Brown Agency has handled that company’s ma- 
rine business on the Pacific Coast for the 
past several years. In addition to the United 
States Lloyds, the Brown Agency is Pacific 
Coast representative for the following com- 
panies in their fire underwriting departments. 
Svea, Agricultural, Globe & Rutgers, Hamilton 
and Hudson. 

Commercial Union Building.—The Cali- 
fornia-Commercial Union Insurance Company’s 
building, which is now under construction at 
Pine and Montgomery streets, San Francisco, 
will be completed about February 15. The build- 
ing is a 16-story structure and is said to be 
one of the handsomest and most up-to-date on 
the Pacific Coast. The California Insurance 
Company and the Commercial Union are re- 
serving the top floor and the one immediately 
below for their own use. The remainder of 
the floor space is practically all engaged, for 
the most part by insurance interests. 


—The Central Fire Office has moved from 80 
Maiden Lane, New York, to 92 William street, the 
same city. The new quarters are much larger than 


those at Maiden 





Lane. 
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DETROIT 


FIDELITY ann SURETY 
Company 


Home Office 
Milwaukee and Cass Avenues Detroit, Michigan 
Fidelity and Surety Bonds of Every Description 
Prompt and Efficient Service 
DESIRABLE AGENCY TERRITORY AVAILABLE 


For Information Address 
Agency Department 















































ROSSIA INSURANCE COMPANY 


OF AMERICA 


THE FIRE REASSURANCE COMPANY 


OF NEW YORK 


AMERICAN FIRE INSURANCE CORPORATION 


OF NEW YORK 


UNION RESERVE INSURANCE COMPANY 


OF NEW YORK 
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CONSPIRACY RULING 


Exists When Two or More Compa- 
nies Prevent Merchant Getting 
Insurance, Says Texas 
Supreme Court 








CASE OF GRIFFIN VS. PALATINE 
INSURANCE COMPANY 


Appellate Court Judgment Reversed by 
Supreme Court 

AustIN, TEX., Jan. 2—The Supreme Court 
of Texas has held that conspiracy is constituted 
when two or more insurance companies render 
it impossible for a merchant to obtain fire in- 
surance upon his stock of goods, and thereby 
destroy his business as a merchant. The ruling 
was given in the case of John E. Griffin 
against several insurance companies coming to 
the Supreme Court on appeal from Potter 
county, Texas. Mr. Griffin had been given 
judgment for $7500 actual damages and $5000 
exemplary damages in the District Court, and 
this judgment had been reversed by the Court 
of Civil Appeals. The Supreme Court affirmed 
the judgment of the lower court, reversing the 
Appellate Court. A number of fire insurance 
companies were named as defendants. 

Stated succinctly, the cause of action alleged 
by Mr. Griffin was one for malicious injury to 
his business by creating a situation under which 
he could not procure fire insurance on his stock 
of goods; that the injurious situation was 
brought about by concerted action of the de- 
fendant companies in cancelling and refusing 
to write insurance upon his stock, and in the 
circulation of false statements regarding him. 
Griffin had a fire in his grocery store on the 
night of April 20, 1913, the origin of which was 
unknown. The defendant insurance companies 
had insurance policies on the stock and fixtures, 
which were damaged by the fire. The settle- 
ment as proposed by the adjusters was not satis- 
factory to the insured, and he declined it. 

Each of the defendant companies filed about 
eighty or more assignments of error in the 
trial court. The Court of Civil Appeals did not 
pass specifically upon each assignment of error, 
but announced certain conclusions of law, and 
sustained all assignments in harmony with and 
overruled all at variance with these conclusions, 
the effect of the holding of that court being to 
pass upon all assignments of error. 

The conclusion reached by the Supreme 
Court was that “a combination of two or more 
persons, the purpose of which is to destroy or 
injure the business of a third person, is in itself 
unlawful; and where there is no legal justifica- 
tion, it is actionable if carried out and if it re- 
sult injuriously to the party against whom it is 
directed. Leaving out of consideration the al- 
leged acts which were not in themselves illegal 
and of which the Court of Civil Appeals held 
there was no evidence, namely, the circulation 
of false reports, the case presented by evidence 
sufficient to establish it and by findings of the 
jury is in substance that the defendants first 
endeavored to coerce plaintiff into making a 
settlement of his loss advantageous to them- 
selves, by threatening him with what amounted 


to a boycott, and when that failed they com- 
bined to destroy his business by refusing to 
write insurance for him and thereby created a 
situation which made it impossible for him to 
procure insurances, the inevitable effect of 
which was to destroy or greatly impair his 
credit and prevent him from venturing his own 
capital in his business; and that this illegal pur- 
pose had no justification in law, as no legitimate 
interest of defendants was intended to be sub- 
served thereby. That this conduct was in law 
wrongful and actionable follows from the cases 
cited.” 





T. Alfred Fleming at Little Rock 
Lirtte Rock, Ark., Jan. 2—The Arkansas 
lire Prevention Bureau enjoyed a visit from T. 
Alfred Fleming, supervisor of conservation of 
the National Board of Fire Underwriters. At 


noon he was guest at the luncheon of the Little 


Rock Rotary Club, where he spoke to about 200 
on conservation and waste. During the 
afternoon he spoke at the auditorium of the 
high school. In the evening a dinner was given 
in his honor at the Marion hotel, which was at- 
tended by a number of our leading citizens. 
Among the speakers were Mayor Brickhouse of 
Little Rock, Mayor Gardner of North Little 
Rock, and County Judge Moyer. Each spoke 
of the benefits derived from the activities of the 
Arkansas Fire Prevention Bureau. 


fire 


Chicago Board Nominates Officers 
Curcaco, ILt., Jan. 3.—The nominees for the 
Chicago Board of Underwriters for the ensuing 
year, to be voted on at the annual meeting on 
January 12, are as follows: President, W. E. 
Witherbee; vice-president, Lyman M. Drake; 
treasurer, George R. Roberts. 
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scenes En TOON 


Another California Product with an 
Lnternational Market 


Vesse Ls and vessel cargoes in every port of the world, 
homes, factories, stores and merchandise in every city 
of the United States and Canada, automobiles on every 
highway from the Atlantic to the Pacific are today be- 
ing protected by the policies of the FIREMAN’s Funp. 


Foods and fruits are not the only California produéts 
that have achieved an international market. 


Fire+ Automobile and Marine Insurance 


FIREMAN’S FUND 
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Che Jndependent Order of Foresters 


Incorporated by the Parliament of Canada 
Organized in 1874 











| Furnishes a 
Complete System of Insurance 








THREE NEW 
FORMS OF POLICIES 
NOW BEING ISSUED 
BY THE SOCIETY 


Life—20 Payment 
(With Cash Surrender Values and Automatic 
Non-forfeiture). 


Life—20 Payment with Disability Benefit 


(With Cash Surrender Values and Automatic 
Non-forfeiture). 


Old Age Benefit Certificate— 
with 100% Disability and 
100% Old Age Benefit 
(With Cash Surrender Values and Automatic 
Non-forfeiture). 





The Society still issues its Standard Policy 
—‘‘Whole Life” with 70% Disability and 70% 
Old Age Benefit. 





POLICIES Issued from $1000 to $5000 











Total Benefits Paid: 
74 Million Dollars 


HEAD OFFICE - TEMPLE BUILDING, TORONTO, CANADA 


Che Jndependent Order of Foresters 


GEORGE E. BAILEY, G. R. COTTRELLE, W. H. HUNTER, 


Secretary Treasurer ; President 
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WORDS OF WISDOM 


Quoted From a Man Who Knew 
What He Talked About 


THISTLES AND GRAPES 
Whatever You Have Way Down Under 
Your Skin That’s What You Produce 


“There!” said Sam Meatytalk, slapping his 
hand down hard on a paper before him jn an 
industrial headquarters. “Here are some wads 
of wisdom in a copy of the Prudential Record. 
And Sam quoted, “We must believe in our busi- 
ness. We must respect its broad meaning. We 
must realize its wonderful mission. We must 
believe in ourselves.” Sam read on, ‘“‘There’s a 
logical need of life insurance in every home. 
The agent who is chockful of zeal, boiling over 
with enthusiasm, full of ginger and tremei- 
dously impressed ‘with the magnificent breadth 
and depth of this great vocation of ours, this 
marvelous business, which is doing more than 
any other to smooth over the rough places in the 
lives of men, women and children, is finding the 
right prospects and creating the desire for his 
policies.” 

“Note!” exclaimed Sam, “that this chap of 
wisdom says that if you get deep under your 
skin the tremendous benefits conferred on folks 
by life insurance you are already finding the 
right prospects. That is, he means success in 
soliciting begins net with your visible oppor- 
tunities, not with any other chap, not even with 
your company. It begins right under your own 
Garden of Eden garments. 

“When I began soliciting it took me quite a 
while to sense that fundamental,” went on Sam. 
“And, maybe, you'll smile some when I tell you 
how I did begin to sense that fundamental. 

bit) of 2 
! joined in 


“One Sunday night there was a 
crowd gathered at a street corner. 
with the bunch and listened for a few-moments. 
‘What's inside of you will come to the outside,’ 
said the speaker, and he quoted, ‘Do men gather 
grapes of thorns, or figs of thistles?? And the 
preacher went on to push his lesson into his 
hearers. How if a man didn’t believe in a 
thing there was no use in trying to make other 
folks believe in the thing. And how right living 
wasn’t right living unless the desire way within 
the man was right. Also, it 
religion or anything else to fail to try to find 


wasn’t fair to 
out if it wasn’t worthy of believing in. 


Taktnc Ir Home 

“ ” P . és ° 
In a flash,” continued Sam, “I thought of 

an agent | knew who was always knocking the 


officials of his own company. The medical ex- 





wiminer was too particular, the secretary and all 
the rest had something the matter with them. 
The president was too dignified, the cashier 
was too ready to find fault, and so it would go 
If the office had had a cat, something would 
have been the matter with the cat. 

“And when prospects didn’t prospect, this 
agent would even go so far as to declare that 
the trade of the leaflet was a ‘Rotten trade!’ and 
a trade where ‘Hard work didn’t count!’ 


on. 


“Here was a thorn which the thorn himself 
expected to yield harvests of grapes. Here 
was a bristly thistle who was trying to fill his 
figs. Here 


pockets by producing bushels of 


was a man who in the coarse words of the 
ancient proverb was ‘fouling his own nest.’ 
“Then I began to take the preacher's lesson 
home to myself,’ went on Sam. “I put it to 
myself that I hadn’t in the past attempted to 
the and 
power for good of my own trade. 
well really to believe 1 was selling for the best 
concern on earth, but I hadn't 
selling the finest product that could be sold in 
And when that idea 
was 


amazing 
All very 


realize breadth and scope 


sensed I was 
any market of the world. 
dug in deeper and deeper—that what | 
selling was the most wonderful commodity that 
could ever be offered to anybody—then my real 
success in soliciting began. Then the grape 
vine was ready to produce grapes and the fig 
tree could be expected to yield figs. 

“Take it as the absolute truth,” concluded 
Sam, “nowadays I believe that I am offering 
folks a thing the possession of which will help 
them more than any other possession on earth. 
A lot, a good lot, for a home for a family, 
which is paying rent, is fine to offer. A mem- 
bership in a solid building and loan association 
is another fine thing. So is an account in a 
savings bank a splendid thing. But when I talk 
to a fellow, I know, I am dead sure, there isn’t 
a pinpoint of doubt, I am talking a proposition 
that cannot be matched for benefit to my man 
and his family by any other thing whatever. 
Not anything!” 

Stupy Your BusINeEss 

Our friend Sam, in his little talk, hit an 
idea for himself that is as old as creation, but 
which all of us should most earnestly strive 
to keep constantly in mind. And one way to 
appreciate the magnificent benefits conferred by 
life insurance is to study the reports of your 
own company and the reports of other com- 
panies. 

Then, in the standard life insurance journals, 
like THe Specrator, you will constantly find 
the most stimulating facts and figures for en- 

(Continued on page 18) 
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POOR COLLECTIONS 





Essential of a Good Debit is 
Constant Attention 


First 


POSTPONING CALLS MAY MEAN 
LAPSE 


Much Advice in Hints to _ Industrial 
Agents* by William Meador 

Something new can be said on the subject of 
poor collections. For years experts have been 
writing on the subject of slow collections, yet 
recently new ideas have taken hold. Formerly 
it was thought unwise to press a policyholder 
on an industrial debit too much on paying a 
premium. Nowadays so many agents have es- 
tablished their own individual rules and have 
strictly enforced them that the policyholders 
know just what kind of treatment to expect in 
the matter of collections. 

The first essential of good collections is con- 
stant attention. If an agent will allow pre- 
miums to run with little attention it is a logical 
deduction by the insured that they need not pay 
much attenion to the premiums. Inattention to 
collections on the part of the agent is usually 
due to poor system. 

An agent has a policyholder one block out of 
his regular route, yet he is too lazy to walk 
that block to collect a ten cent premium and 
puts it off until the next week. On the next 
week the same thing happens again, and the first 
thing he realizes is that the policy is in arrears 
and finally on the lapse sheet. Probably he has 
a policyholder that has moved from the old ad- 
dress to another part of the city. The first week 
after the policyholder moves he notes that she 
has gone and skims over the call for the week. 
On the next week he inquires from the old 
the policyholder and learns her 
new address. He puts off going to see that 
person at the time he should and finally sees 
her after the policy is three or four weeks in 
arrears, when it is too late to save the policy. 

Take a man who averages a good percentage 
on his collections each week. He knows on 
Monday morning before he starts out to work 
just what amount of debit he has to collect that 
week to get 100 per cent. Each day’s collec- 
tion he subtracts from the total amount he has 
allotted himself to collect for that week. For 
the remaining days of the week he knows just 
what amount he has to collect to finish out his 
1oo per cent. If he lacks a few dollars he will 
make a special effort to round up all the dimes 
on the outskirts. Perhaps he will make a spe- 
cial effort to see some bad case of arrears at 


neighbors of 


* Copyright by The Spectator Company of New York. 












night when the head of the house is at home. 


This man uses system in his business. He 
works by plans. He plans his work a week 
ahead and is careful to look after the details. 

A good plan for an agent to lessen his arrears 
is to make a list of all policies on his debit 
that are more than one week in arrears and to 
carry this list in the back of his collection book. 
On opening his collection book many times a 
day this list of names is constantly brought be- 
fore him, which reminds him that he ought to 
collect on same. In this way he is not only 
careful to collect his arrears, but does not let 
them grow larger or hang on so long. 

An agent was given a small town in the 
South to establish a business for an industrial 
company. His instructions from the superin- 
tendent were to get the collections on the busi- 
ness; if he could not get the collections, his 
superintendent told him that the company did 
not want the business. Industrial business with- 
out being backed up by good collections will not 
amount to much. 

After thinking over a number of plans the 
agent finally conceived an idea. On all policies 
he sold he would charge the insured four pre- 
miums to join, and apply this money on receipt 
card as advance premiums. This placed. the 
policy of the insured three weeks in advance 
when delivered and always carried it there. If 
the insured missed a week the policy was still 
two weeks in advance. The insured in this 
manner could miss three weeks and still not be 
in arrears and could run seven weeks before 
lapsing. This plan was put in force and the 
agent strictly adhered to it. He soon began to 
learn that the insured showed more apprecia- 
tion for the policy when sold in this manner 
and there was less chance of the policy lapsing, 
as the insured, after having expended so much 
money in “joining fee,” was more careful to 
see that the premium was paid promptly on time. 

After continuing this method for a year the 
agent had one of the largest debits in the dis- 
trict and carried an enormous advance pay and 
had the highest average per cent of the collec- 
tions on his debit in the district for the year. 


Don’t Write ToMBSTONES 


Old Bill Carson worked for the Safeguard 
Life Insurance Company. Bill figured he knew 
all the tricks of the trade. Here is how he 
met his Waterloo. 

Bill had a debit in a good paying territory, 
but as fast as he wrote the business it would 
lapse on him. Bill’s assistant inspected him 
one ‘day and Bill could not explain where a 
number of people he had written lived. He 
claimed that they had moved away without 
leaving any address. 

The next day on making the inspection Bill 
and the assistant cut through a graveyard to 
collect on the sexton. The assistant happened 
to glance at a tombstone while passing through 
the cemetery and noticed that the carved name 
on same corresponded with the name of one of 
Bill’s policyholders who had moved. He ex- 
amined more stones and found that the names 
corresponded with Bill’s missing policyholders. 
Still not satisfied he went back to the office and 
got Bill’s lapse register, making a complete 
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examination of the graveyard with the same. 

He found that Bill had insured five Confed- 
erate soldiers who had been killed in the war 
between the States back in ’64. They were all 
buried in one grave and Bill had taken each 
name from the tombstone. Farther down the 
cemetery he found two Chinamen and an Italian 
family. Over in the corner he had insured a 
Past Grand Master of the United Woodmen. 
Across on the other side he found two old 
gray and moss-grown stones with the names of 
two Frenchmen who had come over to America 
during the time that Iberville was founding a 
settlement in America for France. 

Bill had written monuments and tombstones 
all over the cemetery, but Bill lost his position. 
His company did not require a medical examina- 
tion on small policies, so that was how Bill got 
by. To the new agent this should be a lesson. 
An agent can touch the heart of a human being 
but not that of a cold piece of stone. Besides, 
he can persuade a human being to pay up ar- 
rears but not a tombstone. Time should not 
be wasted on tombstones. 

True Service 

The room was almost bare of furniture. A 
table, two mended chairs and in one corner a 
bed, with a well-worn coverlet. The glass in 
the one window was cracked, and a piece of 
brown paper had been pasted over a hole. The 
lamp on the table gave a dim light, too feeble 
for a woman to sew by, but she sat there with a 
pile of garments before her, along the seams 
of which her weary fingers must travel. 

A little girl sat by the mother’s side, wide- 
eyed and wistful. She was thinking of a 
Christmas so different from what this would 
be, when they lived in another home. Her face 
lit up with a wan smile as she remembered how 
in the very early morning she tiptoed softly to 
get the first peep at the Christmas tree, with its 
glittering tinsel, shining balls and long strings 
of popcorn. There, hanging to each branch, 
were the red and white striped candy canes and 
little stockings filled with good things, and in the 
snow bank at the ‘foot of the tree were the 
presents that Santa Claus had left. And in the 
evening, tired with the day’s excitement, she 
sat on mother’s lap, while daddy lighted the 
little candles of varied hues. 

Somehow the same Santa Claus had not 
called since daddy went away, and it was hard 
for mama to explain the reason. Even the old 
sawdust doll felt his absence, for she was sadly 
in need of a new dress. 

Brave little one! Brave mother! Fighting it 
out alone. Only that afternoon they had gone 
hand in hand window-shopping. That was all 
they could do, and the child uncomplainingly 
returned, with nothing but memories of the big 

talking doll she longed for, the electric train of 
numberless trips and the eccentric tin man, 
“suaranteed to go one hour without winding.” 
Christmas morning will find her stocking 
sparsely filled with an orange and a few inex- 
pensive toys—quite different from two years 
ago. As for mother, thank God, her work will 
aid her in trying to crowd out the memories 
which all too frequently find her hand clasped 
by another as in the dear days now gone. 
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O there are lots of mothers and lots of 
little ones who at Christmas time close their 
eyes and live again their brighter yesterdays! 
It is such sad pictures we can, in a large 
measure, erase if we carry with us the true 
spirit—the spirit the Christ-child brought to 
us. Let us again get our inspiration from Him, 
who spent his life among the people, healing 
their sicknesses, binding up broken hearts and 
scattering gladness wherever He went. This 
is the Christmas spirit which should be with ys 
not only on Christmas but on every day in the 
year. There is no gift like unto the love of oyr 
neighbor, and there is no recompense so great 
as his gratitude and that of those he will some 
day leave behind.—Prudential Record. 


Words of Wisdom 

(Concluded from page 17) 
thusiasm. Let an agent use his imagination a 
little on the figures presented in such journals, 
At random, an advertisement is taken where 
figures are mentioned by a company that cannot 
be regarded by any means as among the great- 
est, indeed in comparison with the figures of 
some other companies, the figures are rather 
small—but not small in their meaning. Here 
are payments to policyholders since organiza- 
tion of the company of about thirty millions of 
Right off the bat, like that—thirty mil- 
lions of dollars! 

Lately folks have got used to seeing enormous 
sums of money mentioned. And a chap jingling 
thirty-six cents in change in his pocket will 
speak of two billion of dollars, quoting a goy- 
ernment report. A billion is far and away be- 
yond comprehension. Even a million is a mighty 
So the attempt really to ap- 
preciate such figures as thirty million is im- 
possible. But if we think a moment and realize 
that the average policy in this company is less 
than $1000, here, then, we have some thirty 
thousand families who at a time of financial 
difficulty were greatly aided. In this manner 
we get a little Here is one 
concern, one of very many, and not one of the 
largest, that our imagination is strained a little 
in the attempt to realize the magnitude of bene- 
fit to those in trouble and distress. 

And when we consider the figures of the 
giant companies! Here is one company that 
pays out in a single year to its policyholders 
over eighty millions of dollars! _ Of course, 
when we get into such mammoth figures as 
these, no one can appreciate what they really 
mean. But what all of us can appreciate is the 
fact of the stupendous benefits of life insur- 
ance, benefits which come to folks when these 
folks need them with a need that cannot be put 
into words. 

It is a good time just now, near the beginning 
of the year, for solicitors to put their imagina- 
tions at work on the reports that are coming 
out. And if a solicitor fails to comprehend 
that he is part and parcel of such a mechanism 
for the good of all as the world has never be- 
fore devised, then he ought to have his mental 
make-up overhauled by a competent brain 
specialist. 


shout in figures. 


of the meaning. 
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January 5, 1922 


YEAR END CHANGES 


Metropolitan Life Announces 
Promotions for 1921 


TIES TO BE CALLED ASSISTANT 
ais MANAGERS 








George Doyon Succeeds H. H. Kay as 
Canadian Superintendent of Agencies 
The Metropolitan Life Insurance Company, 

ina circular letter recently sent to the men in 
the field, announced that hereafter all men oc- 
cupying the position of deputy managers would 
be called assistant managers. 

During the month of December several new 
districts have been created in various parts of 
the country, this necessitating the appointment 
of new managers, either by promotion or by 
transfer. In the Empire State territory the new 
district of Rockaway, N. Y., has been created 
and Benjamin H. Ledner, assistant manager in 
Bushwick, N. Y., was promoted to be man- 
ager, December 26th. 

Owing to the resignation on account of ill 
health of Harry H. Kay, superintendent of 
agencies for the Canadian territory, George 
Doyon, formerly manager of the Hull, Quebec 
district, has been promoted to fill the vacancy 
and in his place Charles A. Beaudette, assist- 
ant manager of Shawinigan Falls, a detached 
section of the Trois Rivieres district, has been 
promoted to be manager of Hull, Quebec. 

Alvin C. Schmitt, manager of the Lansing, 
Michigan, district, resigned and Knute R. Dahl- 
gren, assistant manager of North Shore, Chi- 
cago, Ill., was promoted to be manager in his 
place December 19. 

In the New England territory the detached 
section of Danbury, Conn., has been created 
a district, and on December 19 John J. Sheehy, 
assistant manager at Norwich, Conn., was pro- 
moted to be its manager. . 

The Middle Atlantic territory has seen several 
new districts created. Pittsburgh South, Pa., 
has been divided and the district of Carnegie, 
Pa, created with Charles W. Davidson as man- 
ager, formerly manager of Charleroi, Pa. The 
district of Braddock, Pa., has been divided and 
Greensburg, Pa., created. 3enjamin Evans, 
formerly assistant manager at Braddock, has 
been promoted to be manager of Greensburg, 
Pa, December 26. Charleroi, Pa., having been 
left without a manager, George L. Katz, assist- 
ant manager at New Kensington, Pa., was pro- 
moted to fill the vacancy December 26. The 
district of Union Hill, N. J., has been divided 
and a new district created to be known as Tyler, 
N. J. E. J. Traveler, manager of Roseville, 
N. J, was transferred to the new district 
December 26. Succeeding Mr. Traveler as man- 
ager of Roseville, N. J., Charles F. Rohlfing, 
Manager of Southwark, Pa., was transferred 
December 26. Belmont, Pa., is a new district 
created out of Philadelphia West and the man- 
ager in charge there is Thomas A. Lynn, form- 
erly manager of Hyde Park, Mo. The transfer 
took place December 26. To fill the vacancy in 
Hyde Park, Mo., Neel Deering, manager of 
Topeka, Kan., was transferred December 26 and 
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in his place was appointed Francis J. Campbell, 
promoted from assistant manager of Westport, 
Mo., the same date. Delmar, Mo., has been 
divided and a new district formed to be known 
as Jefferson, Mo. Simon Neveleff, assistant 
manager of Omaha (Council Bluffs), Nebraska, 
was promoted to be manager of Jefferson, Mo., 
December 26. Leon Bendel, manager of Del- 
mar, Mo., has been tansferred to Southwark, 
Pa., December 26, to succeed Charles F. Rohlf- 
ing and the vacancy thus caused has been filled 
by the promotion of Norman Schiffrin, formerly 
assistant manager at Rochester, N. Y. 

The first ten districts in the country at large, 
including the Pacific Coast, in average paid-for 
ordinary business per month, per man, for the 
year to and including the week of December 5, 
were: Oak Park, Ill., Gabriel Dunkleman, man- 
ager; Westport, Mo., L. L. Adams, manager ; 
Dearborn, Ill., Adolph Bame, manager; Engle- 
wood, Ill., W. F. Monahan, manager; Cortland, 
N. Y., I. N. Hughes, manager; Wilkes-Barre, 
Pa., W. O. Washburn, manager; North Shore, 
Ill., F. T. Piatka, manager; Murray Hill, N. Y., 
D. G. C. Sinclair, manager; Quebec, Canada, 
Mederic Monast, manager; Genesee, N. Y., H. 
T. Tinney, manager. 

The relative standing of leading districts in 
the country at large, including the Pacific Coast, 
in average industrial gross increase per week, 
per agent for the year to and including the 
week of December 19 gives the following as the 
first ten: Waterville, Maine, A. R. Chavonelle, 
manager; Norwich, Conn., F. R. Murdy, man- 
ager; Dover, N. H., M. J. Desautels, manager ; 
Staten Island, N. Y., T. C. Alden, manager; 
Greenwich, N. Y., A. H. Bruenn, manager; 
Long Acre, N. Y., E. V. Thomas, manager ; 
Attleboro, Mass., J. B. Platt, manager, Ford- 
ham, N. Y., E. J. Adams, manager; Morrisania, 
N. Y., G. A. Weigel, manager, Roxbury, Mass., 
Morris Soroch, manager. It will be noticed 
that the honors are evenly divided among the 
Empire State and New England territories. 

Of the leading agents and agents unattached in 
ordinary placed business for the year to and in- 
cluding the week of Dec. 5, the following were 
the first ten: Leon Knaster, agent unattached, 
Union Hill, N. J.; A. J. DuBuc, agent un- 
attached, Woonsocket, R. I.; S. B. Fuller, agent 
unattached, Hamilton, Canada; Isidore Spector, 


agent, New Haven, Conn.; Bernard Guetle, 
agent unattached, Cincinnati, Ohio; James 


Caruso, agent, Groveland, IIl.; Jacob Ratner, 
agent unattached, Jersey City, N. J.; A. W. 
Kirnak, agent, Johnstown, Pa.; Frederick 
Schwartz, agent unattached, Chelsea, N. Y.; 
M. L. Reilly, agent, Bangor, Maine. 


OTHER RECENT CHANGES 


During the past months few changes have 
been made among the managers of the Metro- 
politan Life Insurance Company although two 
new districts have been created. In Birming- 


ham, Ala., the district of Magic City has been 
formed and Albert C. Chesney, formerly man- 
ager of Wilmington, Del., transferred, Decem- 
ber 5. Lauriston H. Hannah, an ex-general 
deputy manager of Wilmington, Del., was ap- 
pointed manager of that district, November 28, 
succeeding Mr. Chesney. One other change in 
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the Southern territory was made by the promo- 


tion of Charles Hillman, deputy manager, 
Calvert, Baltimore, Md., to be manager of 
Portsmouth, Va., December 19, succeeding 
Walter Roth, resigned. 

In the New England territory the districts 
of Narragansett and What Cheer, R. I., in the 
City of Providence, have been divided to form 
the new district of Roger Williams, R. I. 
Michael A. Troiano, deputy manager, of 
Faneuil, Mass., has been promoted to the posi- 
tion of manager of Roger Williams, November 
21. Morris Soroch, manager, What Cheer, 
R. I., has been transferred to Roxbury, Mass., 
December 5, succeeding Henry E. North, pro- 
moted to the position of superintendent of 
agencies of the Southwestern territory, this 
made necessary by the resignation of Cornelius 
Van den Bout on account of ill health. 

Cornelius Van den Bout has been reappointed 
manager of his old district of Syracuse, N. Y., 
December 5, displacing Frederick J. Williams, 
who was transferred to What Cheer, R. I., the 
same date,ssucceeding Morris Soroch. The dis- 
trict of Hornell, N. Y., has been abolished and 
Manager Michael Di Lorenzo has been ap- 
pointed general deputy manager of the Empire 
State territory, November 14. Samuel Gold- 
man, deputy manager, Knickerbocker, N. Y., 
was promoted to be manager of Atlantic City, 
N. J., December 5, succeeding Frederick H. 
Clifton, resigned. 

The ten leading districts in the country at 
large including the Pacific Coast, in average 
paid-for ordinary business, per month, per man, 
to and including the week of November 21, 
were as follows: Oak Park, Ill., Gabriel Dun- 
kelman, manager; Westport, Mo., L. L. Adams, 
manager; Dearborn, III., Adolph Bame, man- 
ager; Englewood, Ill., W. F. Monahan, man- 
ager, Murray Hill, N. Y., D. G. C. Sinclair, 
manager; Wilkes Barre, Pa., W. O. Washburn, 
manager; North Shore, Ill., F. T. Platka, man- 
ager; Cortland, N. Y., I. N. Hughes, manager; 
Genesee, N. Y., H. T. Tinney, manager; Chel- 
sea, N. Y., Max Menschel, manager. 

The ten leading districts in the country at 
large, including the Pacific Coast, in average 
industrial gross increase, per week, per agent, 
for the year to and including the week of No- 
vember 28, were: Waterville, Maine, A. R. 
Chavonelle, manager; Norwich, Conn., F. R. 
Murdy, manager; Dover, N. H., M. J. De- 
sautels, manager; Staten Island, N. Y., T. C. 
Alden, manager; Greenwich, N. Y., A. H. 
Bruenn, manager; Roxbury, Mass. H. E. 
North, manager; Woonsocket, R. I., W. H. 
Rogers, manager; Long Acre, N. Y., E. V. 
Thomas, manager; Attleboro, Mass., J. B. Platt, 
manager; Bay Ridge, N. Y., F. D. Berkeley, 
manager. Of the ten, six were in the New 
England territory and four were in the Empire 
State territory. 

The ten leading agents and agents unat- 
tached in ordinary placed business for the year 
to and including the week of November 14 
were: Leon Knaster, agent unattached, Union 
Hill, N. J.; A. J, Dubuc, agent unattached, 
Woonsocket, R. I.; S. B. Fuller, agent unat- 
tached; Hamilton, Canada; Isidore Spector, 
agent, New Haven, Conn.; Bernard Guetle, 











agent unattached, Cincinnati, Ohio; James 
Caruso, agent, Groveland, Ill.; C. A. Elliott, 


agent unattached, Yorkville, N. Y.; Jacob Rat- 
ner, agent unattached, Jersey City, N. J.; Fred- 
erick Schwartz, agent unattached, Chelsea, 
N. Y.; Charles Levy, agent unattached, Pas- 
saic,..N. J. 

In industrial gross increase for the year to 
and including the week of November 28 the 
ten leaders were: M. L. Reilly, agent, Bangor, 
Maine; W. T. Raines, agent unattached, Des 
Moines, Ia.; J. W. R. Chasse, agent unattached, 
Waterville, Maine; J. A. Chabot, agent unat- 
tached, Waterville, Maine; T. W. Leighton, 
agent, South Boston, Mass.; John Adinolfi, 
agent, Brooklyn, N. Y.; J. H. Ayers, agent, 
Piedmont, Ga.; Morris Weiser, agent unat- 
tached, Greenwich, N. Y.; H. J. Brennan, 
agent unattached, Morrisania, N. Y.; Morris 
Bassin, agent, Knickerbocker, N. Y. 

The ten leading agents and agents unattached 
in industrial gross increase for the year to and 
including the week of Decmber 19 were: M. L. 
Reilly, agent, Bangor, Maine; W. ‘T. Raines, 
agent unattached, Des Moines, Ia.; J. W. R. 
Chasse, Waterville, Maine; J. A. Chabot, agent 
unattached, Waterville, Maine; T. W. Leighton, 
Massachusett’s resident agents’ account, Kings- 
ton, Mass.; H. J. 
Morrisania, N. Y.; 
Knickerbocker, N. Y.; Morris Weiser, agent 
Nios Jae. Ayers, 


Ga.; John Adinolfi, agent, 


Brennan, agent unattached, 
Morris Bassin, agent, 
unattached, Greenwich, 
agent, Piedmont, 
Brooklyn, N. Y. 


THE ART OF CANVASSING 
HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 
pany 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 


by passing through nine large editions. 


eighth edition of this book. has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


first penned. 


them it will do for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 
Single Copies - - - - - 
25 ‘Coe ee e = 
50 6 ee ese ee 
100 (6 ee ew ee 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
INSURANCE EXCHANGE 


| 
- $2.00 | 
- 45.00 | 
- 85.00 | 
- 160.00 | 
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NEW ORDINARY LIFE POLICY 
Public Savings Life Announces New 
Special Contract 
The Public Savings Life Insurance Company 
of Indianapolis, Ind., has announced a new $250 
special whole life policy with the following 


features: 
Written between the ages of ten and forty 
years; premiums cease at the age of 60 years; 


full immediate benefit; any advance premiums 
paid at time policy becomes a claim will be 
returned. 


Policy Payable to Widow 

We have more than once commented, says 
Provident Notes, upon the advisability of an 
agent saying, where the prospect seems not to 
envisage the vital necessity of life insurance, 
“IT suppose you would want the policy made 
payable to your widow,” rather than of saying, 
“IT suppose you would want the policy made 
payable to your wife.” The former phrase is 
more apt to bring the contingency insured 
against “close up” to the mind of the prospect. 

Someone has sent us a clipping which con- 
A school teacher asked her class, 
“What is a widow?” There was a moment’s 
pause, and then one little fellow answered, 
“Please, ma’am, it’s a lady what takes in wash- 


firms this. 


ing.” 

Speak to a man of his wife and he will think 
of the smiling matron who greets him upon his 
return from his work with the welcome news 
that “‘supper’s ready.” The word “wife” sug- 


Thursday 


gests the thought of the home routine, and 
incidentally the thought of its comfortable con. 
tinuance. The word “widow” carries with it in 
suggestion the actual break in the routine which 
inevitably follows the death of the breadwinner, 


Motion Pictures to Promote Safety 

The use of motion pictures is an important 
feature oi the educational work of the United 
States Bureau of Mines in promoting safety 
and health among miners. The motion-picture 
lilms.in the possession of the Bureau of Mines 
lent to individuals or organizations 
which intend to show them for educational pur- 


are also 


poses, especially for the promotion of safety 
health, welfare and efficiency in the mining ‘i 
dustry. They are not permitted to be shown 
where an admission fee is charged. 





New Canadian Superintendent of Agencies 
for Metropolitan 

The Metropolitan Life Insurance Company 
of New York has announced the appointment 
of George Doyon, manager at Hull, superinten. 
dent of agencies for Canada, succeeding Harry 
H. Kay, who has resigned on account of i 
health. 
the first of the year. 


Mr. Doyon took up his new work on 


A Fire Subscriber’s Compliment 
“—T spent many happy years canvassing for fire in- 
surance, and got health and wealth. THE Spectator 
interests me as much as ever.’’"——-Thomas P. Burke. 
New York city. 





A reprint of the 


CHICAGO OFFICE 
INSURANCE EXCHANGE 


135 WILLIAM STREET 
NEW YORK 





A Thousand and One Hints 


| TO AGENTS OF 
INDUSTRIAL LIFE INSURANCE COMPANIES 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 


THE SPECTATOR COMPANY 


By 
W. Meador 


135 WILLIAM STREET 
NEW YORK 
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January 5, 1922 


WITH THE PRUDENTIAL 


New Districts Formed at Racine and 
Pasadena 
IRR L. NEALY THIRTY YEARS IN 
ae SERVICE 


motions and Other Changes in Dis- 
ve tricts Throughout the Country 


A new district has been formed at Racine, 
Wis. which takes in territory in South Mail- 
waukee and the cities of Racine and Kenosha. 
The new district will be placed in charge of 
Thomas G. Dickinson. Mr. Dickinson has been 
the assistant at Milwaukee 2 and has been pro- 
moted to be superintendent as of January 2, 
1922. 

R. E. Allen, formerly an assistant at Cin- 
cinnati, has been promoted to the superintend- 
ency of the Covington district in Kentucky. 
Mr. Allen has a reputation for his ability to 
hold and to develop his agents. 

Another new district was opened during the 
jlast month at Cal. Charles I. 
Craig, formerly special assistant at Denver, 
Colo., has been placed in charge of the new 
Mr. Craig was given 


-asadena, 


district as superintendent. 
an assistancy following his first year of service, 
but owing to ill health was forced to go to 
Denver, where he was given the title of special 
assistant. 

A number of new assistants have been ap- 
pointed. Walter H. Roloff and Harry S. 
Gesbeck, both of Milwaukee, have been made 
assistants: Like promotion has been received 
by Warren W. Smith, of Charleston, W. Va., 
who was at the same time transferred to Hunt- 
Others advanced to an assistancy were 
Lucey, 


ington. 
C. C. Green, in Harrisburg, and G. J. 
in Easton, Pa. 

Burr L. Nealy, assistant at Chicago 8, has 
been awarded the honors attendent upon ad- 
mission to Class F of the Prudential Old Guard, 
having completed thirty years of service with 
the company. John E. White, assistant at Chi- 
cago 5, was recently admitted to Class D, having 
heen in the service of the Prudential for fifteen 
years, 

Division B welcomes the following members 
of its staff in Class A, Prudential Old Guard: 
Agent Walter Weiss, Long Island City; Agent 
Wolf, Brooklyn 12. In addition to 
these Agents Joseph Brandt, Brooklyn, 
Agent Joseph Ciaccio, Brooklyn 3, have joined 


Class B. 


Barney 
and 


Metropolitan Life Agents See President 
Harding 
H. C. Stieglitz, manager of the Metropolitan 
Life Insurance Company, of New York, Stuy- 
vesant Heights District, recently took seventeen 
members of his staff on a trip to Washington. 
It was Manager Stieglitz’s method of recog- 
hizing meritorious work on behalf of the mem- 
bers of his staff. The party left on the mid- 
night train from New York for Washington. 
Arriving next morning, they established head- 
quarters at the Hotel Lafayette, opposite the 


White l if use. 
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Mr. Stieglitz and Secretary of Labor Davis 
are lifelong friends, having been boys together 
in Indiana, and, through the secretary, an in- 
» 


terview with President Harding was made pos- 


sible. Shortly after noon the Metropolitan men 
went to the President’s office in the White House, 
where they were cordially greeted. The Presi- 
dent shook hands with each man and gave him 
a word of welcome. 


Various points of interest in the city were 


visited—the Pan-American Building, the Con- 


gressional Library, the Bureau of Engraving 
and Printing, the Washington Monument, the 
and, 


Here they saw the Senate in session 


Lincoln Memorial finally, the Capitol 
Building. : 
and later had luncheon in the House Restaurant. 
It chanced that while they were there “Uncle 
Joe” Cannon of Illinois and William Jennings 


The Wash- 


ington Home at Mount Vernon was visited in 


Bryan were also having luncheon. 


the afternoon and later the National Cemetery 
at Arlington, before making the return trip that 
night. 


The New Year and You 


The new year is at hand. January 1, 1922, 
won't mean anything to you, however, but the 
start of another year, unless you’ make it the 
threshold of a new era of the most and the best. 

On January 1, 1921, you made many good 
resolutions. Where are they now? If you are 
a representative Prudential field man you have 
gloriously carried out your aims for business 
production. But, perhaps, you did not reach the 
place on District Bulletin or Weekly Record 
that had resolved to attain, or in 
some features of your record you have failed to 
reach in the 
thought that it is simply because you have neg- 


+ 
lists you 


your mark. If so, take heart 
lected to use that power within you which can 
make you a bigger, a better man, if you assert 
vourself and develop to the utmost your ability 
and capacity. 

\s the traveler views from the hilltop the 
boundless stretches in the valley below, which 
he thinks he has plenty of time to explore, so, 
perhaps, you stood in the forepart of the year 
when behind the schedule of your resolutions and 
without reproach you looked at the months to 
come as a wide expanse in which there was 
But 
minutes lengthened into hours, spring passed 
autumn 


plenty of time to accomplish your aims. 


into summer, and the season of the 
leaves found you still planning to accomplish, 
still saving “next week,” and yet knowing full 


well that only the foolish leave everything to 


time. 
Your yesterdays are gone forever. Your to- 
days are what you make them. Father Time 


stands always by you, with his cynical smile, 


stroking with long, bony fingers his thin, strag- 

eling whiskers. He's just a sort of janitor for 

the Almighty, and we are tenants of the earth. 

He has seen men 
f 


ail, but a greater number suc- 


come and go. He has 
watched some 
ceed. It’s nothing to him what you do. He 
doesn’t care one jot or one tittle whether you 
mount the ladder and prosper or whether you 
fll vour life with “I can’ts” and “To-morrows” 
and reach the age of white hair and wrinkles 
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JOHN HANCOCK NEWS 


B. C. Fenwick Succeeds F. E. Hammer 
T. D. HEENAN GOES TO PHILADELPHIA 


Year Promotions from Ranks 


Numerous 


New 


Vice-President Robert K. Eaton, of the John 
Hancock announces the resignation of Frank 
IX. Hammer as general Philadelphia, 
and that B. C. 
succeed him. 


agent at 


Fenwick has been appointed to 


Mr. Fenwick is well known to the members 
of the field force of the company, for he has 
associated with W. A. White as State 
Although Mr. Hammer 
has retired as general agent, he will 
with the Philadelphia 


been 
agent in New Jersey. 
still con- 
tinue to be associated 
agency in a special capacity. 

Coincident with the transfer of Superinten- 
to Spring- 
Heenan of 
the Elizabeth, N. J., agency will be transferred 
to Phiiadelphia. 

In Mr. Heenan the company thus recognizes 
Thor- 


oughly schooled in its business, entirely familiar 


dent Shaw from Philadelphia No. 1 
field, Mass., Superintendent T. D. 


one of its most promising young men. 


with its methods and aims, and, withal, pos- 
sessing fine ability to carry through what he sets 
out to accomplish, his superiors feel the utmost 
confidence in making this advanvement. 
Assistant Superintendent Michael Lamm of 
New York No. 1 will succeed Superintendent 
Heenan in the superintendency at Elizabeth, 
N. J. “Mr. Lamm,” Vice-President Eaton says, 
“has given the company and the agency body 
one of the best demonstrations of the possibil- 
ities of our business that we have ever had.” 
The following have been promoted from the 
agency ranks to assistants in the districts of 
\ndrew Mack, New York No. 2; 
Detroit No. 2; Gilbert F. 
Louis No. 2 to 
Louis No. 1; Adolph Frank, 
agent No. 1 to 
superintendent at Bayonne, N. J.: Walter Mid- 
No. 3; Louis 
S. Silverman, from Bayonne to Greenville (de- 
tached office) ; Paul L: Goeppner, from Toledo 
to Pittsburgh No. 2: Thomas R. Roberts, from 
application inspector and claim adjuster to as- 
No. 1; Clarence 
fice inspector to assistant 


their service: 


John F. 


Vogel, 


Houlihan, 
from 
assistant at St. 


agent at St. 


from at Brooklyn assistant 


dleton, from Bayonne to St. Louis 


sistant-at-large at Cleveland 
Falconer, from home of 
superintendent at Pittsburgh No. 2. 


eking out a bare existence. But you should 
care, for all men who hope to come out from 
the crowd and be separate do care. 

You stand on the threshold of a new year, 
joys, new opportunities. 
[t is your new year, and 
you alone can make it ring with your victories. 
You only can make it bring blessings in return 
for your labors, but all of these will be yours 
only tf you prove yourself in the beginning and 
cach day use’ and develop to the utmost the 
ability and energy with which you are endowed. 

—Prudential Record. 


with new hopes, new 
It is God’s new year. 








THE PROSPEROUS AGENT* 


Qualifications Outlined in Book by 
William Alexander 


SALESMAN MUST BE EVEN TEMPERED 
Must Always Strive to Save Time and 
Resources 

The best steel is highly tempered. The best 
agent is not only enthusiastic and eager, on the 
one hand, and careful and patient on the other, 
but he must have ¢emper. It must not be fiery, 
vindictive, bitter, sour, envious or mean; but 
firm, steadfast and considerate. 

Every agent is sorely tried as he goes through 
life. People are unreasonable, aggravating, ir- 
ritating, antagonistic, indifferent, captious, in- 
consistent, procrastinating, ac- 
cording to their varying dispositions. And the 
agent must have an even temper or he will 
antagonize those he wishes to bend to his will. 

Nor is this all; his temper must be such that 
his composure will never be disturbed. If any- 
one is to get hot under the collar it must be the 
other fellow. The agent may at times exhibit 
righteous indignation and seem to be excited, 
but that must be on the surface. Underneath 
there must be watchful composure. He must 
never lose his self-control. 

And he must have a cheerful, sunny, kindly 
temper. He must be an optimist. He must be 
encouraging—not discouraging. He must sell 
life insurance—not death insurance. He must 
offer rewards—not threaten punishment. He 
must picture the benefits that life insurance will 
shower on his client, instead of painting lurid 
pictures of the misery that will come to those 
who refuse to insure. 

An agent may have a strong will and yet be 
unable to exercise it with skill and efficiency. 
He must therefore learn how to control it, and 
give it efficient power. 

Just as the skillful boxer can defeat a stronger 
man who does not know how to concentrate and 
apply his strength, so the agent must utilize his 
intelligence. 

And he must recognize the importance of 
momentum. Momentum is the power which re- 
sults from adding together the weight of a 
projectile and the rapidity with which it is 
driven. Any agent with a great insurance cor- 
poration back of him, together with the force of 
the appeal which he can make, coupled with the 
energy with which he can plead his cause, ought 
to be able to work with almost irresistible 
momentum. 

Finally the agent must recognize the power of 
concentration. With a burning glass you can 
bring the rays of the sun to a focus and light a 
fire. This is an example of concentration. It 
is a mighty force. 


suspicious, or 


RESTRAINT 

After the great war was over, Premier Clem- 
enceau went to Egypt for rest and recreation. 
He was then known as the “Tiger of France.” 
Here is a newspaper item that appeared at that 
time : 

* Published by The Spectator Company. Copyright, 
1921. 
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“Georges Clemenceau tells of bagging a croco- 
dile on the Upper Nile as one of the proudest 
achievements of his fourscore years. 

“The great reptile, basking in the warm sun- 
shine, opened its enormous mouth when M. 
Clemenceau fired. A bullet struck the crocodile 
inside its mouth, killing it. 

““T have always held, said M. Clemenceau, 
dryly, ‘that reptiles as well as human beings 
should keep their mouths shut.’ ” 

This is good advice for the agent. He must 
be reticent—must talk as little as possible—must 
be a sympathetic listener. 

The expert salesman lets his prospect do most 
of the talking—lets him insure himself if he 
will. 

The talkative agent is a bore, and busy men 
will not listen to people who bore them. The 
typical bore is the man who enlarges upon some 
topic that interests him, but does not interest 
the man he is talking to. The conversation of a 
bore is “like the crackling of thorns under a 
pot’”—it makes a great blaze but generates no 
heat. 

Business men haven’t time to listen, and busy 
agents haven’t time for much conversation. 

Don’t set up obstacles just for the purpose of 
knocking them down. Answer the objections 
that are raised by your prospect, and stop there. 

It’s easy to talk a man into a trade, and then 
to talk him out of it. 

John Graham, in commenting on Voltaire’s 
epigram that men employ speech to conceal their 
thoughts, remarks: “It has been my experience 
that a good many people use speech instead of 
thought.” Then he says: “Cut out the intro- 
duction and the peroration—the meat’s always in 
the middle of the sandwich.” 

Of course, you must employ speech to ex- 
press your ideas if you have any, but if you do 
a lot of thinking and a lot of planning in ad- 
vance you will be surprised to find how much 
you can say in very few words. Some people 
think it true hospitality to force a man to eat 
more than he can digest. That is a mistake; 
and you will find it equally futile to force down 
a man’s throat long and wearisome arguments 
which he cannot understand or assimilate. 

The Scriptures tell us that “the tongue is an 
unruly member.” The psalmist says, “I wiil 
keep my mouth with a bridle.” And in the 
300k of Proverbs you will find this judicious 
counsel: “The tongue of the wise useth knowl- 
edge aright, but the mouth of fools poureth out 
foolishness.” 


EconoMy oF TIME AND OTHER RESOURCES 

Time is the agent’s most valuable possession. 
To him it is absolutely true that “time is money” 
—the only kind of money that the agent is likely 
to have when he enters the insurance field. 

He has all the time there is—twenty-four 
hours a day. But only a part of each day will 
have real money value. 

So the agent who wants to achieve notable 
success must exercise the utmost ingenuity and 
care in economizing his time. 


But his economy must not stop here. He must 


economize his capital, if he has any; his speech; 
his strength; hig resources, and his influence. 
But his most important economy will always 
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Thursday 


be the saving of time. And in this connection 
the following table, constructed by some jp. 
genious person, is worthy of your consideration: 


TIME FOR WORK 
Number of days in the year 


You sleep 8 hours a °F ae aa i RA aie Bes: = 
— eas 

DAYS TOMAUNAL vs sich. os 4 science cas oe, 243 
WOW TESS HGUES AQIIAG. 6.85 cda.ne oe x oe ee 199 
ais — 

1 iy) BID BV GS TOM OMI Goris cca ciecase! ohn isn «colts 19) 
There are 52 Sundays in the year............. 59 
. . —s 

Days TOMaNeI 0s 658 6s ovine caw ce coe 69 
maturday diahf HOUGAVE: 66.6.0 4/s 0.08 wcates acne 96 
“—. — 

DAVEY POMAMIEO 56.5.0 a/ain- ofbio.s sewraceie Mae 43 
Legal holidays: in: Years. sis:< 6 3<.6ec0c 5-0-0 eles cae LD 
. . Ban. 

Days: FEMAININS 6.5 oisieis. 5. 0elscese-aceepies.cre is 31 

: oe 
Bor lunch Ac hour arden. 0 es caisicn ty cre ose 16 
. . — 

; DAYS COMA Re i655: eid. 05:srt vere hance nee 15 
wo: weeks’ yacateon: 05.40.1050 5% oaaraicits cas eee 14 
Day deft for work caissicecicte skies oats ig aeeeee 1 


These figures should be carefully studied py 
the agent who wishes to succeed. ; 

We have seen that it is essential for the suc- 
cessful agent to have enthusiasm. And any 
agent who is not enthusiastic about life insur- 
ance and the company he represents is doomed 
to disappointment and had better seek some 
other calling. 

The quality which for lack of a better name 
we call magnetism differs from enthusiasm in 
this respect; it is desirable but not essential, 
Many agents who lack this magnetism succeed 
because of their integrity; their careful dili- 
gence; their wish to serve, and their determina- 
tion to succeed. 

Many successful agents lack that attractive, 
compelling manner that awakens trust and de- 
velops friendship. But those who have it enjoy 
special privileges. Where they lead, men follow 
willingly. 

If then you are one of those fortunate mortals 
who have this almost priceless gift, be careful 
to use it worthily. Or, if you lack it, make up 
for the deficiency by painstaking, earnest, con- 
scientious service to your fellow men. 


An Optimistic Outlook 

J. C. Maginnis, president of the Eureka Life 
of Baltimore, in the course of a recent inter- 
view, spoke optimistically of the future. After 
giving due consideration to the recent Arms 
Conference in Washington, the degree of pros- 
perity evidenced by holiday trade, the increased 
output of steel in 1921 and other factors, he 
summarizes his views as follows: 


The downward swing of the business pen- 
dulum that was felt so strongly this year (1921) 
is now on the reverse. There is now an upward 
swing to the pendulum. After the first of the 
year we will note the upward trend, and I look 
for 1922 to be the biggest year American busi- 
ness has ever had, and the biggest year it will 
have for some time. 





Uncollected Premiums 
Don’t forget that the uncollected premiums of 
this week will be the arrears of next week. 


-Recent estimates are that the loss through injury 
and illness to the average industrial worker is now 20 
a year, making a total of 260,000,000 days. 
The financial loss is estimated at nearly $2,000,000,000 
per annum. 
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THE INDUSTRIAL LIFE AGENT'S KIT 


A of Industrial Life Insurance Companies should aim to increase 
their Efficiency 


By so doing they will also increase their 


Earning Power 


Increased Efficiency leading to Increased Earning Power attracts attention on 
the part of Home Office Officials and leads on to 


Promotion 


Do You Want to Become Efficient? 
Do You Wish to Increase Your Earning Power? 
Do You Not Aim Constantly for Promotion? 


You can assist in accomplishing all this by careful study of THE INDUSTRIAL 
LIFE AGENT’S KIT. The dictionary defines a Kit as an outfit of necessaries 
for a trade or occupation, or for some special purpose. THE INDUSTRIAL LIFE 
AGENT’S KIT is made up of books which are valuable aids to men engaged in 
this great business, and when carefully studied will bring 

GREATER EFFICIENCY 


INCREASED EARNING POWER 
STEADY PROMOTION 


The works named below have been selected with a view of giving the 
greatest amount of education on insurance matters at the lowest possible cost: 
CLUBS can conveniently be formed in offices to purchase one or more sets for the 


use of all the men, which practice has been pursued in many superintendencies with good 
results; or the books may be purchased individually. 


THE INDUSTRIAL LIFE AGENT?’S KIT 


TITLE OF Work PRICE 

Some Plam Hints to: Lite Insurance Solicitors... « . 5c. sc eetiaie dire mdns quecasacaen $ .50 
Selection of Risks by the Life Solicitor ... bees he egies! | 
A Thousand and One Hints to Agents of Industrial Life Insurance Companies. eee 3 U.) 
eG teres se ret ATION NS io og sc 5 5 Sir des ad Ge wate Aes ain cel ns Shpaisl 2. Sheath Ml ecoracel Shin Wasa sai 1.50 
TVR ERERI PING STY Cin CO) PEG ECCI ogo 8 a ore oot Listas seu sm 4 di Grae nos oil ae eM Shae amore ea Aiea 1.50 
PASTE COCA C Ad Me LAS ES eee ite os oe rN nS a cea rere Se ere eer or near rear a 1.50 
Bate Prusisaretiet Atlee CIOW CO WUTC BG. 6. occ oc a sdeawmaie goes mae sae Berm ew en waleup cues 1.75 
FRR EUS GRIN OS Mt a te I 0a Sr PSN SRG 2 ofah 2s fein, xt deuce iron Ton Bubp ule ttn CA a Seah Ripe hal Sessler Aca 1.00 
MP embs ue ia Gk Ol SN pe ae ae ok c'n id We eee wend Wiad Bee BE seas ne eee ewes 1.00 
TA ay) aly Ree eae ea enn Reereh eee ear eereeme Cr eet orien cee 2.00 
Os ica EMM CT CNTR NT OP 00 ne Sera as 2 etre cA es openece ecw ore Kiord eocaeiy SIS a Miniter aet 1.50 
Pre GET CR EAURRNOR os 5 ice cok ork Be 6d Baie aly 4 0s WP RAE A OOOO een eras aa 2.00 
Pribert asain le SEATING oi. 3.« <.5.rs ss aio. 6 oc RS eee a aes wie Owe Gelb ew 8 rele we arene UNS 1.00 
SB rea esas banat REIGONINIEAE LIQGY So 5.0 osm & Se 6 0 Cieckc cso tras ak iw 6 Ste Wipidtale ala eieitue Se ea ware a we 50 
AUPE PAGER CVI © RING ASRENNGD soe oo vic o.cliaw a Grane cobs wold Re eee eee RE As one eer eee ames 2.00 
‘TErainine fora: bite-bastivance Agent: < ....65.. 0. cae sed bots ka ee mimo Mee vel ieeen men 1.50 
Dea eee uO oi hos, «aris oa So yd SR as EG Soe RMR OS ee ale ee ES 2.00 
WRU SE RIGS EISELE TNO or clo se & se coccfa cneree cisdducierare hie sini Be wth vie ae meee ot a etan aa et caree ae an 1.50 
What bile bacirasice Is and. What Tt DOES: 6 2. bbs bb a hewiuainc dae Sather eee Beeseass 1.50 
TERIA S ts oo ei seca ie Ba Vo na th ier a a ele ace pee sore eta Inca ee ae $25.75 


THE INDUSTRIAL LIFE AGENT needs all the above-named books. 
Form a Club to-day, sending an order for these books, remembering that 
KNOWLEDGE IS POWER 


THE SPECTATOR COMPANY 
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1920. ... 


Liquidating Beneficial Association [In June, 1920, examiners of the New York 1921 


Widows and orphans of late members of the Insurance Department found that the member- 
Catholic Relief and Beneficiary Association will ship of the association had fallen below five 
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Supreme Court confirms the report of Francis in a precarious condition. At this juncture Jesse od ie 
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which was completed Saturday and sent to possession of the association, and made a con- 1906 

Arthur C. Mead, Clerk of Onondaga county, for tract for the benefit of the members by which Premium 2: 
1907... 06 10.85 


R. Stoddard, Jr., Superintendent of Insurance,  S, Phillips, Superintendent of Insurance, took 


te ek pd et 

N00 02 RN 

— te DO DOD 
EY 


RSSSS 


q 


.38L 41.43 
.85 3.06 


moO 
—_= 
— or 


aw 


filing. A first dividend of sixty per cent was the American Insurance Union doing business 


paid a few months ago. in this State agreed to continue the insurance Premium.. 30.63 33.44 36.8: .10 
‘ ages an ‘ : i? : : 1908)... -B: 9.9: 96 12.97 
The report of Superintendent Stoddard shows _ of all the living members who desired to con- 90 8.72 9 5s “As 76 

that the remaining assets are sufficient to pay tinue their insurance on an adequate rate basis. a—e:lU a : 7 


a second and final dividend of 123% per cent, The transfer of the members and the liquida- 912.... 62 8.5 9.15 .24 
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and he recommends immediate payment. The — tion of the association is being conducted by the 


report will come before the Supreme Court at Superintendent of Insurance under a State law 
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Syracuse early in January for confirmation. enacted by, the Legislature several years ago 
The Catholic Relief and Beneficiary Associa- upon the recommendation of the New York 
tion was a New York fraternal society, which State Insurance Department. a eee 5.60 


wrote life and sick benefit insurance in New $$ 
. ve. . . - + 9 yy y 
York, Pennsylvania, Wisconsin, Michigan, New Annual Dividends rr 
30 
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SOUTHERN LIFE AND HEALTH INS. CO, 
HE Globe wants Reliable Life agents with experience in ordinary and | 
| industrial insurance of good record in Chicago, Chicago Heights, 66 Oldest and Best’’ 


— t, Aurera, Elgin, Waukegan and intervening towns and through- 
out Illinois. ° 
The population of Chicago and su rrounding towns and cities is 3,000,000, Has openings for good debit men and business 
within the ‘‘forty mile limit”? reached by and through suburban transpor- | : 
tation, practically all one city, gives unequale d facilities to transact business, | producers. 4 
particularly in ‘*Paying Claims on Sight”’ in the industrial branch. P. O. BOX &84 BIRMINGHAM, ALAs © 


Can handle men who can write crdinary business. 














Our System: 


All ages taken from date of birth. 


Benefits: 


All policies pay for death and total and permanent disability benedt 
8,000 death, tetal and permanent disability and other cash benefits paid or 
residents of Chicago and surrounding towns. 


Premiums: 
1¢ | 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
° _ 9 
**Claims Paid on Sight. 


Contracts given with or without lapses being charged. Under the latter 
contract an € sst. Supt. of an other com pany earned $4,000 the first 30 
weeks of this year. 

Under the Globe system an experienced representative can become a 
i-20s from the time he starts. 


Prog of the Globe is five times greater than the average of life insure T 
ance companies in the U. S. for some years. This year for the first six | THE EUREKA LI INSU AN 0} 
f 








months, 


Increase in Premium Income...20 Per Cent 


Increase in Assets 30 Per Cent | BALTIMORE, MARYLAND 


ee 4 ee Incorporated 1882 
If you are a progressive industrial life insurance man come to Chicago ‘ P 


nd work for ‘he Globe. Apply, | 
; a A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 


Globe Mutual Life Ins. Co. | | POLICIES, INDUSTRIAL and ORDINARY. 


431 S. Dearborn St., Chicago, III. 
JOHN C. MAGINNIS, President JOSH. N. WARFIELD, Jr., Vice-President 
T. F. Barry, Sec. and Gen’l Mgr. | H. LEISHEAR, Jr., Sec’y & Treas. 1. HOWARD IGLEHART, Medical Director 
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Building Construction 
(Continued from page 4) 

There are many other floor openings, such as pipe and belt 
holes, which should be taken care of, and ‘students must re- 
member that the fire protection engineer is constantly thinking 
of the effect an open or poorly protected shaft will have in 
case of fire, and devising methods to prevent a fire from passing 
through the building by this means. 

You probably understand that while the masons are erec- 
ting the brick walls the chimney also forms a part of the wall 
construction. A good chimney should have a substantial con- 
crete footing and continue from the base to a point at least 6 
feet above the highest roof line. The flue should be at least 
8 inches with a smooth inside finish and preferably lined with 
tile. The wood trimmer beams on each side of the chimney 
breast should have a 2-inch space to the chimney. These trim- 
mers in turn should have a header beam connecting them to the 
tail beams which are mortised into the header beam. These 
form part of the floor supports and are simply cut out around 
the chimney as a fire prevention measure. This enclosure of 
trimmers and header beam forms the hearth or fire-place, and 
should be composed of incombustible material, either common 
brick or concrete. There have been many serious fires directly 
traceable to defective hearths, caused by wooden beams enter- 
ing the chimney. Not long ago, a bad fire in a studio was 
caused by the wood beams in the flooring becoming ignited. 
The cause was immediately attributed to defective electric 
lighting, but after a search and a removal of the wood floors, 
it proved to be a chimney fire where the beams had directly 
entered the flue. 

FINISHING INTERIOR 

The building is now in a complete state with the exception 
of the finish in the interior. It is the consensus of opinion that 
it is better to leave the ceilings open, showing the beams and 
bridging, although this is not always desirable on account of 
the possibility of dust (made by passing vehicles vibrating the 
building) lodging on and spoiling important work carried on; 
and also this method presents an unsightly appearance. There 
are many ways of covering beams so as to make a finished ceil- 
ing, and is done in the following manner: 

First, wood nailing strips are fastened to the beams and 
then either sheet metal, plaster board, fibre board or abestos 
board in sheet form are applied. It may even be that wood lath 
is placed on the beams and a plaster finish applied. We now 
come to the finish of the walls, and all insurance and fire pro- 
tection engineers agree that a solid or hard finished wall, that 
is, without any air space, is the most desirable. This is accom- 
plished by placing a coat of asphaltum directly on the brick 
work and later applying cement plaster. Thus, there is no air 
space formed by the usual method of lath and plaster where 
walls are furred. Experts claim that a wall treated with 
asphaltum will not allow dampness to penetrate. A common 
method used in furring walls is to place wood furring strips or 
studs against the wall 16 inches on centers, then nailing the 
wood lath to the strips and later plastering over the wood lath. 
This forms a concealed space between the wall and the plaster 
of approximately 2 inches or 3 inches deep, in some instances 
continuing from the lowest level to the top of the building. If 
this method of furring is adopted, the openings in this concealed 
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space from floor to floor must be fire stopped, and this can be 
accomplished in several ways, either by corbeling out the brick 
work the entire length of the wall between furring strips, or 
placing a solid wood strip between each row of studs the entire 
length of the wall. 

On the front of the building at the roof line is now con- 
structed an independent metal cornice. In old type buildings 
we often find wood-boxed cornices, frequently communicating 
with adjoining buildings, and our recommendation in this latter 
case is to cut them off at the party line, leaving a 12-inch open 
space between adjoining buildings. In the exterior walls, 
spaces were left open where we are now about to place the 
window frames; and while we would like to see all these open- 
ings protected by wired glass windows in hollow metal frames, 
arranged to close automatically, we seldom are successful, and 
must be satisfied with an ordinary window frame and thin glass, 
and then demand some kind of a fire shutter so that in case of 
necessity these window openings may be protected from the 
ravages of fire. There are three types of shutters, two being 
composed of sheet iron, one with a flat bar frame (practically 
useless in that the heat will bend it and allow the flames to travel 
up underneath the shutter). The other iron frame shutter is 
more desirable and is known as the angle iron shutter, which 
has a reinforced angle iron entirely surrounding the edges of 
the shutter, and divided in several places inside of the frame, 
which when closed sets snugly into a rabbit in the brick wall. 
A fire on either side of this shutter will not cause it to buckle 
up. The best type of shutter, however, is the lock-jointed 
metal clad type resembling a fire door, but, as said before, no 
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“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


One Hundred and Two Years of satisfactory 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


195,000,000 





Thursday 








An open way at the year’s divide; a broad 
road, clean and straight, 


And—all the wheels of time and tide rol] 
through the New Year’s gate. 


May you and your friends, and all of their 
friends, pass happily through the gate, and in 


passing THROUGH, may you and they pass 


TO a realization of every hope is the wish of 


LONDON & SCOTTISH ASSURANCE 
CORPORATION, Ltd. 
OF LONDON 


United States Branch 
110 William Street, New York 
HORATIO N. KELSEY, Manager 








R. HOWELL, President W. S. HAZARD, Jr., Vice Pres. 
S. HOWELL, Vice Pres. andSecy H.K. MILLER, Ass. Secy 


HAWKEYE SECURITIES FIRE 
INSURANCE COMPANY 
Capital $1,000,000 


MASONIC TEMPLE 
DES MOINES 


H. 
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THE SECOND SUPPLEMENT TO THE HANDY GUIDE, 1921 


The second supplement to The Handy Guide to Premium Rates, Appli- 
cations and Policies, 1921 edition, has been issued by The Spectator Com- 
pany. This supplement contains new policy forms and premium rates, and 
annuity rates of prominent companies, and brings The Handy Guide fully 
up to date. 


Copies of this supplement will be supplied to those subscribers to The 
Handy Guide whose names appear on The Spectator Company’s book, at 
35 cents each, while the price to non-subscribers will be 50 cents. The three 
supplements to the 1921 edition of The Handy Guide will be furnished to 
subscribers to that book for $1. The Handy Guide, with the first two sup- 
plements bound in, will be furnished for $4.70 for the plain edition, and $5.05 
for the thumb-indexed edition, sent postpaid on receipt of price. Orders 
should be addressed to 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





CRUM & FORSTER 


GENERAL AGENTS 
95 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D.C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y. 


HAROLD JUNKER, Mgr. Pacific Coast Dept, 


F. M. GUND, Mgr. Western Dept. 
Fi San Francisco, California 


reeport, Illinois 














MARINE INSURANCE CHART 
1921 Edition 


The 1921 edition of the Marine Insurance Chart has just been issued and 
displays the 1920 marine and inland transactions of the marine and fire- 
marine insurance companies operating in the United States. In many cases 
marine and automobile insurance items are separately given. It is printed 
in the form of a folder which may be readily carried in the pocket. 


PRICES 
Single copies..............$ .50 eee $25.00 
ROS eer errEse WUT COIION 6 6.6.56 os-< cre osen 85.00 
BO CODES 5. oc.c ci coc. 6 sss 4 5.0 Oe ROU COPIOS 50 6.6 6 scsecce cence 125.00 
FLEXIBLE BINDING ‘ 

SWNSIO CORY... osetia $1.00 TOO CODICES .6-.6 kes $80.00 

THE SPECTATOR COMPANY 

CHICAGO NEW YORK 























Tie Groat Amenioan)vhutual A Record-Break- 
ing Year 






Comp CURLY is in prospect 
rags 2 for The Great 
American. The 
general busi- 
sao ness depression 
*. Which has 
swept the coun- 
try has not af- 
fected Great 
American busi- 





MANSFIELD, OHIO 


Ohio’s Largest and Strongest ness. It was 
never better. 


Automobile Insurance Company 











——Suburban Insurance Agency — 


FOR SALE 


Established 11 years, writing all lines, including 
surety and contract bonds; energetic partner with 
capital considered; must understand insurance or 
real estate, Apply all month. 


BENJ. LEWIS 


Tuckahoe New York 
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Fire Insurance 











type of shutter is as reliable as a wired glass window arranged 
to close automatically, because at the most perilous moment, 
when a large fire from an exposing risk is throwing its flames 
and sparks against the risk, the shutters may be open and the 
immediate vicinity too hot to allow anyone to attempt to close 


them. 


KANSAS FIRE RATES 
Decrease in Some Lines of 20 Per 
Cent Predicted 


———— 





ORDER EXPECTED JANUARY 15 
Increase Expected in a Few Lines by 
Insurance Men 

Topeka, KaAn., Jan. 3.—Frank L. Travis, 
Kansas Superintendent of Insurance, is com- 
piling the data upon which will be issued an 
order affecting the fire insurance rates through- 
out this State. The order is expected about 
January 15. The gossip among insurance men 
and around the State house is that on some lines 
there will be a decrease in rates ordered of as 
much as 20 per cent, while on other lines the 
reduction will not exceed 10 per cent, and on a 
few lines it is expected there may be increases 
authorized. 

For six months the department has been work- 
ing toward a reduction in insurance rates in this 
State. The underwriting experience has been 
unusually favorable for the past several years 
and the statements filed by the companies show a 
profitable business on most lines covering quite 
a long period. 

For some reason or other the sets of figures 
filed by the companies at different periods do not 
coincide in all respects. Just why the state- 
ments of the business of the companies should 
not tally at all times is not understood. The 
department has checked back for several years 
on the annual statements and made comparisons 
with the statements filed during the hearings in 
October and December, and there were a large 
number of discrepancies discovered. The de- 
partment is attempting to justify these figures. 
All were made in sworn statements and are sup- 
posed to reflect the actual business of the com- 
panies. 


Lumber Mutual Fire’s Surplus 

Through a regrettable typographical error, 
the financial standing of the Lumber Mutual 
Fire Insurance Company of Boston was given 
incorrectly on page 14 of The Insurance Year 
Book, Fire and Marine Volume, for 1921, the 
letter H being used instead of the letter A. The 
company’s statistics, shown on page 264 of the 
same book, present its surplus on December 31, 
1920, as $1,222,280, which is correct. 


There are many features in connection with ordinary con- 
struction, such as protection of iron columns, hollow iron 
fronts, communications, etc., which have not been brought out 
in this lecture either because of lack of time or because it is 
intended to explain them in the lectures on mill and fireproof 


construction which are to follow. 


Long Delayed State Reports 

One would naturally think that a State insur- 
ance department, with the advantages arising 
from practically unlimited funds, derived from 
the taxation of insurance companies, might be 
able to bring about the early publication of re- 
ports giving the public information as to the 
standing of insurance companies, which is one of 
the chief functions of such departments. Never- 
theless, during the last few years, even depart- 
ments which had previously been among the 
most prompt in issuing their reports have not 
succeeded in bringing them out within a rea- 
sonable time after the end of each calendar year. 
The dissemination of information gathered from 
the insurance companies in their annual state- 
ments is perhaps the chief reason for the exist- 
ence of State insurance departments. It is evi- 
dently most desirable, if such reports are to be 
of actual public service, that they should be 
issued early in the year following the filing of 
annual statements covering the preceding year. 
It is a regrettable fact, however, that many 
important reports in these days are not pub- 
lished until towards the end of the year follow- 
ing that to which the statistics included refer. 

Thus, in the latter part of December, 1921, 
reports covering business of 1920 have not yet, 
according to our records, been published by a 
number of prominent States, such as Illinois 
(parts II and III), Indiana, Iowa, Kansas, New 
Jersey (part II), New York (parts IV and V), 
Pennsylvania, Rhode Island, Texas, Vermont, 
Wisconsin and others. 

In addition, reports covering the business of 
1919 of Kansas, Mississippi, North Dakota and 
Pennsylvania have not been issued, nor has there 
been published a Pennsylvania report covering 
the business of 1918. 

In most cases, printing troubles have been put 
forth in extenuation of such dilatory publication, 
but it is none the less true that private pub- 
lishers, such as The Spectator Company, have 
been able, notwithstanding delays and difficulties 
of various kinds equally as arduous as those of 
State officials, to publish and deliver statistical 
works early in the year. We recently noticed 
that a certain scientific association, in sending 
out in December a book covering its proceedings 
in May, states that the delay was caused by un- 
settlement in the printing trades, and that con- 
ditions are still far from normal and delay may 
be expected in connection with its next semi- 
annual issue. It also stated that any further 


effort it might make to expedite the preparation 
of its proceedings could result only in seriously 
increasing their cost. 

As State insurance departments need not be 
hampered by questions relating to cost of pro- 
duction, because of the amplitude of taxes, while 
private concerns are under the necessity of pre- 
serving a proper balance between income and 
outgo, it is obvious that the insurance depart- 
ments are in a far better strategical position for 
the getting out of statistical publications early 
in the year. However, the fact that The Spec- 
tator Company, for example, issues five chart 
publications covering all branches of the insur- 
ance business early each year, the two great 
volumes of The Insurance Year Book later on 
in the year, as well as numerous other annual 
publications, before more than one or two of 
the State reports have appeared, bears out the 
theory that private enterprise, operating under 
the spur of the necessity for commercial suc- 
cess, greatly surpasses State government opera- 
tions in efficiency. 

While the insurance departments of numerous 
States have done good work in other directions, 
it must not be overlooked that a primary reason 
for their existence is the gathering and dis- 
semination of data relating to the financial 
standing and business of insurance companies 
for the information of the public, and for their 
reports to be of practical service they must be 
issued reasonably early each year. 
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Accurate Guide for 
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Order Promptly To Secure Early 
Delivery 


Insurance Companies and General 
Agents widely circulate the old- 
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Has paid losses for 
over 50 years 


F. M. MACHMER, President. 





City Insurance Company of Pennsylvania 


SUNBURY, PENDWA. 
Organized 1870 


Cash Capital $600,000 


A. F 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


- O’DANIEL, Secretary and Underwriting Manager. 
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LE ROY, OHIO 


Net Amount of unpaid losses and 


1 Ee So eee = eee $226,190.54 
Reserved for Unearned Premiums. . 3,624,894.86 
Federal, State and Other Taxes and 

BERNER 5 OS ols ui tousidicie a wlore vers $35,430.21 


OHIO FARMERS INSURANCE COMPANY 


Organized 1848 


Statement December 31, 1920 
New York Basis. 


Alliother: Claws. ics:cccis cledisaiedia's $21,899.30 
Reserve for Emergencies.......... 125,000 .00 
NG Ges ibd LS oor kayo. drevse sais @ kates gine 1,103,441.89 
Surplus to policyholders........... _ 1,228,441, 3,441.89 


$0,136,856.80 






















SALESMAN OPPORTUNITY 


We can use some ebate stock and bond salesmen to sell our 6% 


SALARY AND COMMISSION 


To travelling Special or high grade Local Agents, in Indiana and Michigan, who want 


Pertictpatin Preferred Stock, our 6% I r 
Real Estate Sanda. a — 5% let gE een tng Bn ag inane 
ite for Particulars. 
GARY NATIONAL ASSOCIATES Cone 
Gary Theatre Building, ry, Indiana. 
Wilbur Wynant, Taint 











the best there is to sell, in the Accident and Health line, to the Preferred class of risks, 
Principal Sum $5,000.00 with $25.00 a week for any disability. Premium $10.00 per 
quarter. Home office connection with thoroughly experienced men who not only 
know how but do co-operate. 


INCOME GUARANTY CO., South Bend, Indiana 




















OPPORTUNITY 


Since the ending of the Great War, life assurance has become appreciated, not as an 
incident but a necessity of life. Never before have the thoughts of man so steadily 
turned in one direction—Now is your opportunity. Become an Agent of the Great- 
West Life Assurance Company whose contracts are liberal—stability unassailable— 
terms to Agents equitable. Moreover, the Company conducts a Life Insurance 
course, that not only teaches the inexperienced man, but helps the experienced Agent 
to greater efforts. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office—Winnipeg 





If you can write Ordinary and Industrial 
business in an exceptional field, under a pro= 
gressive live-wire manager, who controls five 
offices, all making exceptional records and 
incidentally green-backs, address (in strict 


confidence to you) Box 75, Ironton, Ohio. 














EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 


policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 


Thos. F. Daly, President DENVER, COLORADO 





GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 



















QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted — Specialty Salesmen — Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
Equipment, whois ‘Four Square”’ and willing to work;can make 
not less than $20,000.00 per year helping us to continue the 
breaking of all Life Insurance records. 

Great Opportunity for the men who can qualify! ! 

From May,1919,to May,1920, Twelve Months—One Year— 
we wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. 

If you can qualify, write or wire 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


Topeka, Kansas. 


The Farmers and Bankers 
Life Insurance Company 
Invites Inspection—Inquiry of Integrity 


It Issues 
POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that creates 
a genuine spirit of loyalty between Agents and Company, 


HOME OFFICES: WICHITA, KANSAS 




















THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 








An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in IIlinois still open. Will 
be pleased to hear from anyone interested. 











North American National Insurance Company 


Des Moines, Iowa 
Assets, $910,670.66 
Sines Wittens 
Fire, Tornado, Hail 


O. P. ODE, President 
JOHN PETERSON, Secretary 
W. G. HODGE, Asst. Secretary 
V. F. BECKER, Treasurer 
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INDIANA RATE 





Commissioner McMurray Causes 
Reduction in Fire Premiums 





SAVING OF $200,000 TO $300,000 





Reductions to Average Between 15 and 20 
Per Cent 

InpIANAPOLIS, IND., Jan. 4.—Following ne- 
sotiations for nearly six months between repre- 
sentatives of insurance companies and Thomas 
S. McMurray, Jr., Indiana State Insurance 
Commissioner, reduced stock company fire in- 
surance rates have become effective in Indiana. 
The reductiuns affect total annual premium 
savings estimated at between $200,000 and $300,- 
ooo for policyholders on mercantile buildings, 
their contents and public schoolhouses. 

Mr. McMurray estimates that the business 
affected constitutes about 4o per cent of the 
total business of approximately 175 of the stock 
companies in the State. He said the reductions 
run about 15 or 20 per cent with a rerating 
privilege that may reduce the rates possibly 2 
per cent more. The business affected draws to 
the companies about $19,000,000 in premiums, 
according to Mr. McMurray’s estimate. 

The State Insurance Commissioner began his 
move for lower rates when, on studying the re- 
turns of the companies for 1918, I919 and 1920, 
he observed that the companies were spending 
about 40 per cent of their premiums received 
from this class of business for general ex- 





“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A.'H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital. ......... $ 600,000 

Surplus to Policy 
Holders....... 1,185,341 

By eine icuws 3,067,549 











penses and about 36 to 40 per cent for losses 
in this class. Adding the 40 per cent cost of 
doing business to 36 per cent covering losses 
and then adding 5 per cent for a reasonable 
underwriting profit, Mr. McMurray arrived at 
81 per cent, leaving a balance of 19 per cent, 
which he accepted as being available for excess 
net profit. 

According to Mr. McMurray, the losses in- 
curred in the reduced classes amounted to about 
36 per cent, while the ratio of losses to pre- 
miums on the manufacturing classes amounted 
to 52.9 per cent. He said the mercantile ratio 
in unprotected towns is about 48 per cent. 


WILL MEET IN PHILADELPHIA 
New York Blue Goose Holds Long Flight 


The New York Pond of the Ancient and 
Honorable Order of the Blue Goose will hold 
a January meeting in Philadelphia on the even- 
ing of January 16. Dinner will be served in 
the Gold room of the Hotel Adelphia. 

A number of the members of the New York 
Pond reside in the Quaker City and there is a 
large flock of goslings awaiting initiation there. 
Arrangements have been made for a party which 
will surpass any previous event of the New 
York Pond. 


Paper Mills as Fire Risks 


The recent burning of a waste paper mill in 
Paterson directs attention to paper mills as fire 
risks. The book entitled “Fire Insurance In- 
spection and Underwriting,” by C. C. Dominge 
and W. O. Lincoln, published by The Spectator 
Company, devotes four pages to processes and 
materials involved in the manufacture of paper, 
and describes the fire hazards of such risks 
briefly as follows: 


The hazards of this manufacture are, par- 
ticularly, flash fires underneath the steam rollers, 
due to the accumulation of paper dust and a 
large amount of loose paper caused by break- 
age; the collecting of wood pulp dust around 
the bearings of motors and shredding machines, 
overheated presses, workshop for repairing 
parts, sometimes including forge, machine shop 
and woodworking features, storage of sulphide 
pulp and lime, friction and hot bearings in high- 
speed motors, high-pressure steam cookers, sort- 
ing tables, uncleanliness, storage of rags and old 
papers and lack of blower system above machine 
to remove heat and dust. 

Sprinklers in this class of risks sometimes 
give great trouble owing to the fumes of the 
sulphuric acid corroding the pipes, fittings and 
heads, making them inoperative. 

Where there are sulphur burners they should 
be in a detached fireproof building. 

Usually there are more than one of these 
paper-making machines in a plant, and it would 
seem desirable that a standard cut-off between 
them be maintained, so that in case of fire there 
could be at least one complete machine in work- 
ing order. Particularly where use and occu- 
pancy insurance is carried this would he a de- 
sirable feature. 


George A. Clark Joins Continental 
George A. Clark, former secretary of the 
Home Insurance Company of New York, has 
joined the Continental Fire Insurance Company 
of New York as local secretary. 
his new work January 2. 


He began 
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ACCEPT HAIL RATES 





Kansas Mutuals to Co-operate with 
Department 





$12 PER ACRE MADE MAXIMUM 





Follow Example Set Recently by Stock 
Companies 


TopeKA, Kan., Jan. 3.—The mutual hail in- 
surance companies operating in Kansas have 
accepted the general basis for hail business pro- 
posed by the stock companies. Following the 
action of the stock companies in rewriting their 
entire hail schedule, Frank L. Travis, Superin- 
tendent of Insurance, called a meeting of all the 
mutuals for December 28 at Topeka. At the 
same time copies of the stock company pro- 
posals were sent out to the mutuals for study. 

When the officials of the companies met in 
Topeka there was a general agreement among 
them to accept the more scientific basis for writ- 
ing the hail business as proposed by the stock 
companies to take the place of the haphazard 
methods heretofore employed by both stock and 
mutual companies. The stock companies fixed 
a limit of twenty dollars an acre for all hail 
insurance and the mutuals accepted twelve dol- 
lars an acre as their maximum, with a provision 
that not more than twenty dollars an acre might 
be secured by all interests on each acre by both 
stock and mutual companies. 

The mutual companies which accepted the 
new hail basis are: American Hail Insurance 





JOHN C. BARDWELL, President 

H. E. SCHULTZ, Vice-President 
WM. SCHROEDER, Vice-President 

F. E. NORWINE, Treasurer 
GEO. M. SEITZ, Asst. Secretar 

CHAS. W. DAVIS, Asst. Gen. Tes, 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement June 30, 1921 


ASSETS 

Mortgage Loans......... $64,000.00 
Wanda: 250625 35. o2 681,621.91 
SEMI oc. o-svars setters: sores 59,595.00 
CONN a oF hose ere 5: ks 13,944.40 
Agents Balances......... 168,024.49 
Interest Accrued......... 18,342.11 

Market Value Bonds over 

Book Value (Insurance 

Commissioner’s Valua- 
COND) osc ohiccen he eciwaes 11,779.60 
$1,017,307.51 

LIABILITIES 
Unearned Prem. Reserve... $424,038.82 
Reserve for Taxes, etc.... 2,279.17 
Unadjusted Losses....... 103,628.86 


Accounts Payable........ 57,646.71 
Capital Stock. $200,000.00 
Net Surplus.. 229,713.59 


Surplus to Policyholders... 429,713.95 


Results Since January I, 1921 


Increase in Assets........ $80,914.56 
Increase in Reserve....... 94,963.25 
Decrease in Surplus...... 15,071.02 
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A GOOD SCOUT 


Says that in his travels about the country he finds a unani- 
mous feeling of hope in the minds of business men—an ex- 
pressed certainty of “‘good times after New Year.” 





Just why we humans defer our prosperity in this manner, 
awaiting the arrival and passing of a certain moment ac- 
cording to the calendar, is not quite clear. Probably be- 
cause we all ‘“‘take stock’? on December 31st; but few of us 
are greatly surprised by the result—we knew beforehand. 


However, now that it’s over, we all join in a vast sigh, sweep 
out, hire more workers and buckle down to business and get 
results. Our Good Scout reasons that pay rolls will be 
doubled and the load to be borne by the Casualty Carriers 
will materially grow. Starting where he leaves off, we 
reason that our REINSURANCE Service will be more than 
ever taxed, and we are prepared to meet the demand. 





Employers Indemnity 
Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 


Insurance Building 


NEW YORK 
RALPH NEWMAN, Mgr. 
35 Nassau St. 


CHICAGO 
JACK WOODHEAD, Mgr. 
Insurance Exchange 
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Company of Wichita, Farmers Hail of Hutchin- 
son, Farmers Union Mutual of Salina, The 
Grain Growers Mutual of Topeka, The Kansas 
Home Hail Insurance Company of Topeka, 
McPherson Hail Insurance Company of Mc- 
Pherson, The Mid-West Hail Insurance Com- 
pany of Salina, The Sterling Insurance Com- 
pany of Topeka, The United Hail Insurance 
Company of Topeka. 
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MARINE ITEMS 





CITY EQUITABLE REINSURES 
American Business Taken by Globe and 
Rutgers 

The Globe and Rutgers Tire Insurance Com- 
pany of this city has reinsured the entire out- 
standing liability of the City Equitable Fire 
Assurance Company in the United States as of 
December 31. The New York Insurance De- 
partment has signified its approval of the con- 
tract. This company continues business under 
the management of Seibels, Collins & Co., Inc. 

It is expected that by this reinsurance the 
City Equitable will show an excellent financial 
statement. An examination of the United 
States branch is now being conducted. 





The Marine Insurance Chart, 1921 

The 1921 edition of the Marine Insurance 
Chart has been issued by The Spectator Com- 
pany, New York. It embraces interesting and 
instructive statistics for 1920 concerning the 
business classified under the head of marine 
and inland insurance, of the marine and fire- 
marine insurance companies doing business in 
the United States. 

The nature of the data presented is indicated 
by the following column headings: Cash 
capital; admitted assets; surplus as to policy- 
holders; marine reinsurance reserve; increase 
it marine reinsurance reserve; gross marine 
premiums; gross marine losses paid; ratio 
gross marine losses to premiums; net marine 
premiums; net marine losses incurred; ratio net 
marine losses to premiums; marine expenses in- 
curred; ratio marine expenses to net marine 
premiums; dividends paid. Automobile insur- 
ance has been generally classified and included 
with marine and inland business, and in the 
cases of companies doing both automobile and 
marine business, items concerning these two 
classes are, if obtainable, shown separately. The 
Marine Insurance Chart, in manila, sells at 50 
cents per single copy; $5 for 12 copies; $15 for 
50 copies; $25 for 100 copies; $85 for 500 
copies, and $125 for 1000 copies. In sub- 
stantial flexible binding the prices are $1 per 
copy, and $80 per 100 copies. 


New Marine Agency In Baltimore 
Riggs, Rossmann & Hunter, Inc., of Balti- 
more, have opened a marine branch and will 
Tepresent the Great American of New York in 
that department, 


MARYLAND CASUALTY 
COMPANY CHANGES 


R. F. Proctor Appointed Executive 
Assistant 


H. B. SPRAGUE MOVED UP 
Becomes Superintendent of Contract 
Section 

Ralph I’. Proctor, who has been for the past 
year superintendent of the contract section, 
bonding department, of the Maryland Casualty 
Company, has been appointed executive assistant. 
Mr. Proctor has been assigned the important 
work of the development of the fidelity and 
surety business, also assisting the underwriters 
and co-operating with them in committee meet- 
ings on special matters pertaining to their sec- 
tions. 

Harry B. Sprague has been appointed superin- 
tendent of the contract section. He assumed the 
duties of his office the first of the year. Mr. 
Sprague formerly held this position for seven 
years with the Maryland, but left a year ago 
to go with the New York office of the Fidelity 
and Deposit Company. Before coming to the 
Maryland Casualty Company the first time, Mr. 
Sprague was in charge of the contract depart- 
ment of the Bankers Surety Company. 
Accident and Health Insurance for Wichita 

Police 

Wicuita, KAn., Jan. 3.—The policemen of 
the city of Wichita are to carry life, health and 
accident insurance. The city commission there 
has just passed an ordinance authorizing an in- 
crease of five dollars a month in the pay of all 
police officers, the entire five dollars to be paid 
to insurance companies carrying group insurance 
upon the entire force. Members of the force 
who do not care for the insurance will not re- 
ceive the increase in pay. This was the only 
method by which the city could handle the 
proposition of buying group insurance for the 
members of the police force and paying the an- 
nual premium from the city treasury. Each 
member is to have three thousand dollars life 
insurance and is to have twenty dollars weekly 
payment for sick and accident benefits. Wichita 
is the first city in Kansas to arrange for in- 
surance of this kind. 


Mine Fatalities Drop 

WASHINGTON, D. C., Jan. 2—In the month of 
November, 146 men were killed in and about the 
coal mines of the United States, according to 
reports received by the Federal Bureau of Mines 
from the various State mine inspectors. The 
figures represent a decrease of fifty-one fatal- 
ities, or about 26 per cent, as compared with 
November, 1920, in which month 197 men were 
killed at coal mines. Based upon an estimated 
output of 42,814,000 short tons in November, 
1921, the fatality rate is 3.41 per million tons 
produced. The corresponding rate for Novem- 
ber, 1920, was 3.34, and the production of coal 
was 58,808,000 tons. The production of coal 
during November, 1921, represents a decrease 
of 27 per cent. 
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Insures Automobiles by Mail 

The Wolverine Insurance Company of Lan- 
sing, Mich., has arranged to accept automobile 
insurance by mail. According to its plan, the 
prospect will, upon request, receive an applica- 
tion which, when filled out and returned, will 
bring a policy in the return mail. The policy 
may be returned within three days if not satis- 
factory. The company plans to have adjusters 
located within reach of every policyholder to 
serve their needs. 








Hartford Accident and Indemnity Shows 
Gain P 
The Hartford Accident and Indemnity Com- 
pany has made an increase in net premiums 
written during 1921 of over 10 per cent in acci- 
dent and health insurance, automobile, liability, 
fidelity and surety, plate glass and burglary in- 
surance. Undoubtedly the percentage of gain 
will be more than this when the final figures are 
gathered. 
Retirement of Frank F. Overlock 
Upon his retirement as superintendent of the 
automobile department of the Western depart- 
ment of the Commercial Union Fleet, Frank F. 
Overlock was presented with a beautifully up- 
holstered chair and pedestal reading lamp by 
about twenty-five of the older employees and 
field men of the Western department. 





—-The New York insurance department has issued 
its pamphlet, for 1921, dealing with “Fees and Taxes 
Charged Insurance Companies Under the Laws of 
New York.” 








“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


CHAS, W. DISBROW. President 
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Federal Surety Company 


Home Office, Davenport, Iowa 





Began business July 1st, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. Genera! Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 


We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


OAKLEY H. BEYER 
Superintendent of Agents 


W. L. TAYLOR 
Vice-President and G IM g 














High Class Salesman Wanted 


to sell American Credit Insurance 


Credit Insurance begins where Fire Insurance stops—after 
merchandise has left the protection of four walls, and been 
turned into accounts. 


And American Credit Insurance does far more than merely 
provide for the payment of abnormal losses. It establishes 
a safe credit basis. It promotes the means to prevent losses. 
It eliminates waste, and reduces the failure rate. 


Thus, when you sell American Credit Insurance, you are 
selling a constructive and highly desirable Service needed 
and wanted by the leading Manufacturers and Jobbers. 


This calls for integrity and ability of the highest order— 
for an Al salesman. To such a man we can offer an un- 
usual opportunity. 


Commission basis only. 


THE AMERICAN CREDIT 
INDEMNITY COMPANY 


of NEW YORK E. M. TREAT, President 
415 Locust Street 9! William Street 
St. Louis, Mo. New York 


Offices in all Principal Cities 


A. B. Treat, Gen’! Eastern Mor. 


91 William Street New York 











fe State Mutual Life Assurance (o, 
Me ties of Worcester, Massachusetts 






INCORPORATED 1844 


Has shown steady and consistent growth. 

Is progressive in every detail which is for the benefit of its policyholders and their ben 
ficiaries. e- 

ro Home Office organization trained to render efficient service to policyholders and field 
orce. 


An agency organization that is capable, and loyal, happy in the knowledge that the 
protection and service furnished by its activities are unexcelled. 


B. H. Wright, President D. W. Carter, S 
’ | Stephen Ireland, Superintendent of Agencies. > ey 





Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 





Write for information relative to open territory. Have two 
- at agencies with business established where change js 
esired. 


FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 








Charter Perpetual 
MMMM 5:5 Sasa’ aioe) ibuds elo Toto ered ecw aralers we $1,000,000 
eee rhe cee hr ont ore es 16,189,923 
Reserve and other Liabilities, .......... 11,318,327 
SO er re rime rer 3,871,596 
Surplus to Policy Holders. ............. 4,871,596 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. 











HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This book is substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY f 


Orders and remittances should be sent to 
THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 











MEDICAL EXAMINATION 
FOR 


LIFE INSURANCE 


By DR. THOMAS D. LISTER 


This is a new English work designed to assist medical ex- 
aminers for life insurance, as well as home office officials, in the 
proper treatment of applicants for insurance. It deals with 
such subjects as: The Medical Staff of a Life Insurance Com- 
pany; The Mental Attitude of the Examiner; The Examination 
Form; Personal History; General Rules as to Family and Per- 
sonal History; The Method of Conducting the Examination; 
Occupation and Habits; The Method of Compensating for 
Extra Risk, etc. 

The book embraces 168 pages and is bound in cloth and in- 


dexed. 
Price, $3.75 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1920 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets.. $4,667,299.35 
Capital. .......-. . 1,000,000. 00 
Surplus........-- 577,560.26 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 











COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 




















Continental Casualty and Continental 
Assurance Companies 

Advance information as to the 

achieved in 1921 by the Continental Casualty 


results 


and Continental Assurance companies of Chi- 
cago, of which H. G. B. Alexander is president, 
shows that they will exhibit over $10,000,000 of 
assets as of December 31, last, with capital, 
surplus and voluntary reserve aggregating over 
$2,250,000, while their net premiums last year 
exceeded $10,000,000. These figures represent 
increases in the items named, respectively, of 
$1,700,000, $750,c00 and $200,000, and denote an 
excellent year’s work. 
Killed Outside Employer’s Grounds But 
Claim Upheld 

The Utah Supreme Court has ruled in favor 
of the widow in the case of Joseph Parramore, 
an employee of the Cudahy Packing Company 
of Salt Lake City, who lost his life when an 
automobile in which he had accepted a ride on 
his way to work was struck by a passing train 
at a crossing. Parramore was riding with a 
fellow employee and the accident is said to have 
occurred about seven minutes before the time 
for him to commence his duties for the day. 
The commission decided that compensation 
should be payable in spite of this and the fact 
that the man was killed just outside the com- 
pany’s grounds. 
California Accident Commission Report 

SAN Francisco, CAt., Jan. 2—The 1920 An- 
nual Report of the California Industrial Acci- 
dent Commission, just issued, shows that com- 
pensation amounting to $8,548,532 was disbursed 
as the result of 134,108 industrial accidents, 592 
of which resulted fatally; 1929 cases of perma- 
nent injury are reported, and 131,587 cases of 
temporary injuries. Nine women were killed 
during the course of the year while in the per- 
formance of their work. 








Burglary Premiums Show Increase 

Hartrorp, Jan. 2—R. W. Meyers, secretary 
of the burglary department of the A¢tna 
Casualty and Surety Company, says that a new 
record has been made in burglary premiums this 
year. The gain does not compare with that 
from 1919 to 1920, but it has nevertheless been 
decidedly satisfactory. The premiums jumped 
from $800,000 in 1919 to $1,500,000 in 1920, and 
this year it is expected that there will be an 
increase of about Io per cent over last year. 
New Officers of Metropolitan Live Stock 

E. J. Staten of Chicago has been elected presi- 
dent of the Metropolitan Live Stock of Spring- 
field, Ill., and G. J. Lovell, also of Chicago, was 
elected secretary. The finances of the company 
are in good shape, showing assets of over 
$153,000, with a paid-up capital of $94,500 and 
surplus of $100,000. 





Ghio Industrial Commission Cuts Staff 

George F. Miles, chief statistician and medi- 
ator for the Ohio State Industrial Commission, 
has resigned. Director of Industrial Relations 
Tetlow has also let out four other employees 
of the commission. 
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NEW CASUALTY CO. 


Indemnity of New York Starts 
Writing Business 


JOHN A. KENNY GENERAL AGENT 
Leaves F. and G. to Handle Lines for E. A. 
St. John’s Company 
Announcement was made the latter part of 
last week that the Kenny Agency, Inc., had re- 
signed the general agency of the United States 
lidelity and Guaranty Company and has be- 
come general agents of the recently organized 
Indemnity Company of New York. The Kenny 
Agency has leased the second floor of the build- 
ing at the northwest corner of Maiden Lane 

and William street. 

The officers of the new Indemnity Company 
of New York are: FE. A. St. John, president; 
John A. Kenny, first vice-president and general 
manager; Herman J. Lofgren, treasurer and 
comptroller, and Hubert J. Hewitt, secretary. 
The board of directors is a particularly strong 
one, including men prominent in insurance and 
finance, among them being Joel Rathbone, vice- 
president of the National Surety, who is chair- 
man of the board; William B. Joyce, president 
of the National Surety, who is chairman of the 
executive committee; Franklin O. Brown, of 
Redmond & Co.; John A. Kenny, president of 
the Kenny Agency; General Samuel McRob- 
erts, president of the Metropolitan Trust Com- 
pany; Sumner Ballard, president of the Interna- 
tional Insurance Company; S. R. Bertron, of 
Bertron, Griscom & Co.; Col. Frank B. Keech, 
of F. B. Keech & Co.; John C. McCall, vice- 
president of the New York Life Insurance 
Company; Samuel Sloan, vice-president of the 
Farmers Loan & Trust Company, and E. A. 
St. John, vice-president of the National Surety 
Company. 


Inter-Insurer to Become a Mutual 

The Illinois Manufacturers Casualty Associa- 
tion, doing business on the inter-insurance plan, 
has applied to the Illinois Insurance Department 
for permission to do business in future on the 
mutual basis and to change its name to Illinois 
Manufacturers Mutual Casualty Association. 

C. T. Jaycox, who has managed the Associa- 
tion from its organization, will continue to man- 
age the new organization. This change is not 
due to any inability to comply with the new 
Illinois Reciprocal Law, which calls for advance 
deposits of $50,000 over and above all liabilities 
of an inter-insurer doing compensation business. 


Farmers Live Stock Held Insolvent 

Des Mornes, Jan. 3.—Judge Wallingford 
in the courts at Des Moines has ordered all out- 
standing policies in the Farmers Live Stock 
Insurance Company considered as canceled and 
has made the appointment of A. C. Gustafson 
as receiver permanent. The court declared the 
company insolvent, ordered Receiver Gustafson 
to notify all holders of outstanding policies of 
the cancellation and instructed liquidation of the 
concern at the earliest possible moment. 











THE SPECTATOR Thurséa 
Help Wanted Actuarial Actuarial = 








Insurance underwriter, experi- 
enced in compensation, automo- 
bile and miscellaneous lines, for gen- 
eral agency located in large city of 
western New York. An excellent 
opportunity for the right man. 
Address, giving age, underwriting 
experience, and salaries formerly 
drawn. Underwriter, care THE 
SPECTATOR, City Hall Station, New 
York, N. Y. 




















SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. 


ATLANTA, GA. 


— 


A Pelicy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac, 


“Life Insurance Service” 
10 So. La Salle St. Chicago, III, 
“20 Years’ Experience Backs Our Service” 














MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 








Public Accountant 











HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 














Prominent Agents and Brekers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile- ‘ord National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As. wri of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 











J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutua! 
Assessment or Fraternal Life Companies, Associations or 
Orders. ¢ : 
Temporary money advanced on strictly private 
) arrangements. 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 





W. H. GOULD 
ACTUARY & EXAMINER 


SYSTEM REVISION 
75 FULTON ST. 25 FRANKFORT ST. 














NEW YORK 
W. R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 














JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 











JULIAN C. HARVEY 
| - CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 




















Actuarial 





JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 




















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 








— — 








T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 
EY 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 




















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 


























insurance Examiners and Adjusters 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 





FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 


Telephone Walnut 3761 











a 


—_ 


NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 


With Twenty Year’s Practical Experience in Insurance manage 
ment, underwriting, loss adjustment and investment departments 
of American and foreign insurance companies, desires to ust 
losses, procure, capital, and handle fire, marine, life, casualty and 
surety matters on per case or per diem basis. 

Address “ADJUSTER” 
Suite 314, Temple Bar Bldg. 


Brooklyn, New York City 
Cable Address: Lawbond—New York 
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Miscellaneous Insurance 








Insurance Examiners and Adjusters 
ee ____- 








LOSSES ARE ASSETS 


handled with proper regard for 
hoy business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 


ity, Compensation, Accident 
,  Teath Claes 
TERRITORY: 
Virginia and North Caroline 











ces 
Surety Association of Seattle 

At the regular annual meeting for the elec- 
tion of officers of the Surety Underwriters 
\ssociation of the city of Seattle, the follow- 
ing officers and executive committee for the year 
1022 were unanimously elected : 

President—George W. Allen, National Surety 
Company. 

Vice-President—Robert E. 
and Casualty Company. 

Secretary—A. H. Kenaga, New Amsterdam 
Casualty Company. 

Treasurer—Charles M. Dial, Attna Casualty 
and Surety Company. 

Executive Committee—James [*. Cathcart, 
Fidelity and Deposit Company ; Walter Morris, 
Maryland Casualty Company; Samuel Melrose, 
American Surety Company; John C. McCol- 
jister, U. S, F. and G. Company; Mark Reese, 
Southern Surety Company. 

This makes the eighth time Mr. Allen has 
heen chosen by the association as president. 


Dwyer, Fidelity 





Boston Lectures on Dean System 
The Insuance Library Association is arrang- 
ing to give a course of ten lectures on the Dean 
system of rating by R. T. Nelson, lecturer on 
insurance at the Armour Institute of Tech- 
nology at Chicago. The course, which will 
constitute an advanced study intended primarily 
for field men and engineers already familiar 
with rating methods, will begin Friday, January 
2, at 7:45 P. M. and will continue weekly for 
ten weeks. The fee for the course, including 
lecture notes, will be $25. 


Claim Association Dinner 
The annual dinner and election of officers of 


the New York Claim Association will be held 
January 11 at the Yale Club. 





The consolidation of the Chris. J. Mucker- 
man Insurance Agency and Cushman & Co., is 
anounced. The new firm will be known as the 
Muckerman & Cushman Insurance Company. 
Vices will be in the present quarters of the 
Muckerman Company on the first floor of the 
Pierce Building. 

Robert M. Coyle & Co., of Philadelphia, present a 
‘ety serviceable wall calendar, with monthly detacha- 
Me sheets, a full calendar for 1922 and complete dates 
‘on the back) for 1921, 1922 and 1923. 


_ The Wisconsin Insurance Federation will 
m Milwauke , Thi i 

1 Milwaukee Monday, January 9. This will be 
‘cond annual meeting. 


meet 
the 





PENINSULAR FIRE 


Several Merger Offers Received at 
Meeting of Stockholders 





OFFICERS ASKED TO RESIGN 





Insurance Commissioner Hands _ States 
That He Will Protect Policyholders, 
Public and Stockholders 
[Special Dispatch to THE SPEcTATOR| 
GRAND Rapips, Micu., January 3.—At the 
Peninsular Fire Insurance Company’s stock- 
holders’ meeting last Saturday, two hundred ana 
fifty were present, over thirty thousand shares 
being represented in person and by proxies out 

of forty thousand shares. 

The meeting was called to order by N. P. 
Hull, secretary, and Britton Hall of Belding, a 
stockholder, presided. Mr. Hull read a report 
of the last examination, showing an impairment 
in capital of $350,000. 

The purchasing of the company’s property 
from Colon C. Lillie, was com- 
mented upon severely by stockholders, as there 


president, 


was a considerable sum spent on the property in 
excess of the appraisal as made by the Lloyd 
Thomas Company and allowed by the Insurance 


Department. Francis F. McGinnis, general 
counsel, tried to defend Mr. Lillie, but was 
rebuked. 


The method of recent underwriting was com- 
mented upon, comparing the method of the 
company’s bookkeeping with that of the In- 
surance Department. 


THE MERGER PROPOSITIONS 

C. A. Palmer, of the Interstate Insurance 
Company of Detroit, offered to merge the 
Peninsular on a basis of eighty-two cents of 
the Interstate assets to one hundred cents of 


Peninsular assets. Mr. Palmer has a rein- 
surance or lease contract with another fire in- 
surance company, and was to handle the 


Peninsular in the same manner. 

The Columbian National Insurance Company 
of Lansing made a proposition of one dollar of 
that company to one dollar of the Peninsular. 

The Hawkins Mortgage Company of Port- 
land, Ind., through Edson Wood of Indian- 
apolis, Ind., and John C. Bardwell of St. Louis, 
Mo., offered to rewrite Peninsular business in 
the Liberty Fire. 

The Marquette National of Chicago offered 
to have a valuation committee appointed from 
each company, they to set the actual cash value 
of each and distribute the stock as per value of 
each company. 

No definite action was taken upon any of the 
propositions. The next regular annual stock- 
holders’ meeting will take place February 1, 
1922. 

The officers and directors were requested to 
tender their resignations. The Insurance Com- 
missioner stated that he would see that this was 
done. 

Insurance Commissioner Leonard T. Hands 
was present. He outlined his duties as fol- 
lows: “The first duty of the Insurance Com- 
missioner is to protect the policyholders; second, 
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PERSONAL ITEMS 








A. B. Banks, president of the Home Life 

and Accident Company of Arkansas, has an- 
nounced the appointment of James J. Harrison 
as active vice-president in charge of production, 
effective January 2. 
_ W. R. C. Corson, vice-president of the Hart- 
iord Steam Boiler Inspection and Insurance 
Company, has been elected a director of the 
Hartford County Mutual Fire Insurance Com- 
pany. 

John Keller, head of the Western Inspection 
and Adjustment Company at Kansas City, en- 
tered the employ of the Home Insurance Com- 
pany January 1 as staff adjuster for Missouri. 

Charles H. Willoughby, executive secretary 
of the Insurance Federation of New York, will 
address the Travelers Club of Albany on Satur- 
day, January 7. 

Henry C. Houlihan has been appointed man- 
ager of the claim department of the New York 
offices of the Commercial Casualty Company 
of Newark. : 


Hudson Ceases Marine Business 

The Hudson Insurance Company, of New 
York, which has been represented in the marine 
office of C. Steendal, has made amicable ar- 
rangements to discontinue its marine operations. 

The Hudson has written only a moderate 
volume of marine business, and while its results 
have been quite satisfactory, the outlook, as 
viewed by the company, is not sufficiently prom- 
ising to warrant its continuance in the marine 


field. 








the public, and, third, the stockholders. The 
position of your company is satisfactory so far 
as the policyholders are concerned. If you can- 
not come to some decision to-day to consolidate 
of liquidate, we will have to ask for a receiver, 
both for the policyholders and yourselves. We 
must protect the assets of this company, and we 
will do what we can for the stockholders.” 

A resolution was passed that all sales of 
delinquent stock made since October 31 be can- 
celed, and restoration made to the purchasers. 





THE 


HANDY CHART 


OF CASUALTY, SURETY AND 
MISCELLANEOUS INSUR= 
ANCE COMPANIES 


1922 


Issued early in the year 
Gives 10 Years’ Statistics 


A valuable guide for business men, bank- 
ers, and insurance agents carrying or 
placing accident, health, workmen’s com- 
pensation, automobile, liability, fidelity, 
surety, and other classes of insurance. 


Insurance Companies and General Agents widely 
circulate the oldest, best and most 
trustworthy Chart for business 
men and Agents. 


THE SPECTATOR COMPANY 
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FIRE 


MARINE 


AUTOMOBILE 


TORNADO 


HAIL 


FARM 
PROPERTY 





AGENT 


UNDERWRITER 


Nobody knows nor can easily determine the moral 
hazard of any risk as well as the local agent. If 
careful selection is made from this viewpoint the 
Company is very much indebted to the agent. ‘This 
responsibility should be assumed by the agent. The 
Home Office Underwriter is very much handicapped 
on this hazard and should insist upon the local agent 
using his own judgment and if he declines to assume a 
great portion of this responsibility, then there should 
be a change in agents. 


This careful selection is no less than the difference 
between profit and loss in automobile insurance, and 
an agent who will not scrutinize this hazard carefully 
and conscientiously with every application is not 
properly representing his company. In the long run 
he works against his own interests as well as the 
company’s. Neither he nor the Company can build 
up a satisfactory and permanent business. 


Michigan’s two Peninsulars can use agents that look 
to the Company’s interests as well as their own. 








GRAND RAPIDS > MICHIGAN 


LIABILITY 


BONDS 


AUTOMOBILE 


HEALTH 


ACCIDENT 


COMPENSATION 


Peninsular Fire Insurance Company 


OF AMERICA 


Peninsular Casualty Insurance Company 


HOME OFFICE: Grand Rapids, Michigan 
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1845 U. S. Branch 1922 
Netherlands Fire and Life Insurance Co. 
Established 1845 
of The Hague, Holland 
HAROLD W. LETTON, U. S. General Manager 
441 Insurance Exchange, Chicago 
Examination as of June 30, 1921, by New York Insurance Dept. 

Using actual market value of securities 
Assets . ; ‘ ; ‘ $1,347,804.66 
Surplus ; ; ? ; j ; 531,944.47 
Assets (Nov. 30, 1921) using actual market valuations ; ; ; ; . $1,433,643.91 
Surplus (Nov. 30, 1921) using actual market valuations ; y ; : , 617,783.72 
Ample facilities Losses paid promptly 
EXCELLENT SERVICE 














‘“THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known life insurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable men 
adopting Life Insurance as an Avocation. 

STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 
Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00, 


: THE SPECTATOR COMPANY 
Chicago Office 135 Wiliiam Street 
Insurance Exchange New York 


oo 4 
Home Friendly Society 
of Baltimore, Maryland 
has grown so in popularity until it is now generally conceded to be 
®‘one of the leading Industrial life insurance companies in America’? 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for 


Rates and Terms to Agents 











HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483,100—a gain for the year 1920 of nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 
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WE WANT AGENTS 

to push our five=point-nine policies. 

Excellent Iowa territory and liberal 
2 contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, lowa 














THE 


Boston Mutual Life Insurance 
Company 
77 Kilby Street “7%¢,Company of he ~~ BOSTON, MASS. 


Minute Man’”’ 
H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms, of up-to-date contracts issued, 
; CORRESPONDENCE SOLICITED S 

Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 
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Wa. ALEXANDER’S EDUCATIONAL SERIES 


1. 


OF FIVE VOLUMES 
ON LIFE INSURANCE 


What Life Insurance Is and What It Does 
A preliminary text book, or primer, deal- 
ing with the fundamental principles on 
which all sound life insurance rests. 
Price $1.50 


How To Sell Insurance 

The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


The Prosperous Agent 

This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 


ment. Price per copy, paper cover $1.00 
Red cloth $ 


The Art of Insurance Salesmanship 


This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. (In Press) 

Price $2.00 


The last volume of this series has not yet 
been published. Its title and scope will 
be reported hereafter. It is sufficient to 
say here that its aim will be to round out 
the agent’s insurance education. At least 
that part of his education which can be 
included in insurance text books. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











PUBLIC LIFE INSURANCE C0, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS | 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











** Life Insurance and 


—How To Sell It’ 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 


ABSORBING AND INTERESTING 
$1.00 postpaid 


The Insurance Field Co. 


Incorporated 


Box 617 Louisville, Ky. 
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HE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
0. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
at r NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 





GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


We have attractive Agency openings in the State 
of Tennessee. If you are in earnest, address: 


D. P. WADE, STATE MANAGER 
JOHNSON CITY, TENN. 








*‘OUR BONDS GUARANTEE INTEGRITY” 


CASUALTY 
INSURANCE 


SURETY 
BONDS 


NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 








THE COMPANY OF 
—) Bf od of 1-7 
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BANKERS LIFE 
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GEO.KUHNS pres. BIG): DES MOINES 
Cas’ 




















Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that 
will be met by every Fearless Agent who Grasps the 
Fact that Nothing can Defeat Diligent and 

Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Company 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 
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‘TTRACTIVE 
TRACTS for 
\ OF ABILITY 


PURE LIFE 
INSURANCE 
PROTECTION 


GENERAL CASUALTY 
and SURETY INSURANCE 
Workmen’s Compensation, Automobile, 

Health, Accident, Plate Glass, Res- 


idence, Burglary, etc. 
Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY CO. 


ELMER H. DEARTH, President 


606 Woodward Ave., Cor. Congress Detroit, Mich. 











Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and: 
commission. In writing give full details, past 
history and reference. Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 

















YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 
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‘Live Wire Salesmen! 


Your Plans For 


1922-- 


Whai Are They? 





Write us before deciding 





We Pay The We Have The 


Best Commissions Best Selling Policies 





Reserve Loan Life 


Insurance Company 


Indianapolis Indiana 
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